VERY FEED 
E merchant 
should read 
the Code of 
Fair Compe- 


tition for the Feed Trade 
published in this issue of 


fis Dy 

The Feed Bag. It must 
be presented for public APN: 


hearing and approved by 
the President before be- 
coming effective but 
arguments for or against 
its provisions are in order 
now. Study the Code— 
know the law which may 
govern your business in 
the near future. 
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377, PROTEIN LINSEED MEAL 


KELLOGG'S 


Linseed Meals 


Should be in the 
Regular Diet of ALL 
FARM ANIMALS 


You get the highest Pro- 
tein content obtainable, because KEL- 
LOGG’S is absolutely PURE Old Process Lin- 
seed Meal. The insoluble ash content is well 
under feed control official requirements, which 
is positive proof that there are no adulterants 
in KELLOGG’S 37%. 


te 


UNI 


for bag and ear for car, 
every shipment is always the same as to grind, 
texture and color. 


NEV s—All KELLOGG’S Linseed Meal 
is loaded direct from packer to car—in a new 
sack. Nothing is left undone to give you 
quality right straight through. 


Why sell or use anything but the best, when it 
costs no more? You can depend upon— 


KELLOGG’S Pure Old Process 
37% Protein LINSEED MEAL 


Sold by 
SPENCER KELLOGG AND SONS 
SALES CORP’N 
368 New Chamber of Commerce, MINNEAPOLIS, MINN. 


Look for the KELLOGG trademark on every baé 
It’s your guarantee of purity and satisfaction 
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The Big Ten Campaign was 
very effective as we sold every 
man on our list. This has re- 
sulted in a very substantial in- 
crease in our Larro tonnage. 
W.A. Davis Milling Co., 
High Point, N. C. 


* 


Your Big Ten Campaign proved 
most effective in increasing not 
only the number of accounts 
but the tonnage sold. 


Charles M. Burt and Sons, 
Greenport, L.I., N. Y. 


* 


The Summer Cam- 
Ppaign last year was a big suc- 
cess. We sold every feeder and 
they are still Larro customers. 


T. J. Cunningham Sons, Inc. 
* 


We were much pleased with 
your Big Ten Summer Feeding 
Campaign. 


J. C. Snavely & Sons, 
Landisville, Penna. 


* 


The Big Ten Contest was a 
huge success. 


T. A. Marsteller, 
Round Hill, Va. 


* 


Our results on the Big Ten 
drive last year speak for them- 
selves. We were able to get the 
majority of our Big Ten on 
Larro Dairy Feed last summer 
as a result of the campaign and 
held that business thru the fall 


and winter. 
Squier & Co., 
Monson, Mass. 


* 


The 1933 Big Ten Campaign 
was a real business builder for 
Larro Dealers. It brought us 
back to carload buying and was 
responsible for getting herd of 
fifty cows back on Larro last 
July. This herd is still using 
fifteen hundred pounds a week. 


McGough’s 
Traverse City, Mich. 


* 


Your last year’s campaign 
meant much to us as we sold 
all on the list. 


ine Sharon Center Co-op. 
ev. 
Sharon Center, Ohio. 


* 


Your last summer's Big Ten 
Campaign sure meant new 
and increased business for me. 
I contacted my feeders regu- 
larly and sold all ten dairies. 


Yelton Milling Co. 
Rutherfordton, N. 


* 


1933 Summer Feeding Cam- 
paign created a lot of interest 
and helped in keeping feeders 
on Larro with pasture. 


Lawton-Miner Co. Inc. 
Collinsville, Conn. 


* 


During the summer and early 
fall I increased my tonnage 
considerable and since then it 
has been holding up very good. 


E. Victor Replogle, 
New Enterprise, Penn. 


BIG TEN 
CAMPAIGN 


Good News for 
Every Sarre Dealer 


Make it Good News for You, too! 


Every Larro dealer knows what Big Ten means. More sales, more new 
customers, more good will, more net profit. Last year’s Big Ten cam- 
paign on Larro Dairy Feed was a success from the very start. Read the 
statements at the left and you’ll understand what we mean. Dealers liked 
it... gave their full co-operation ...and got outstandingly fine results. 

This year another Big Ten campaign... better even than last year’s 
...is already at work, already building summer business for hundreds 
of successful Larro dealers. 

That’s what it means to have the Larro franchise. Not only do you 
sell feeds of proved superiority . . . but you also get real sales help all the 
year round. Big, strong, convincing sales campaigns, one right after an- 
other .. . well planned, well organized, well executed. 

Why don’t you investigate the Larro Franchise now? It may be avail- 
able in your territory. If so, it will pay you to put Big Ten of 1934 to 
work at the earliest possible moment. Write today for details. 


THE LARROWE MILLING COMPANY 
DETROIT, MICHIGAN 


MANUFACTURERS OF 


ALLS 


FEEDS THAT DO NOT VARY .. FOR POULTRY, HOGS, DAIRY 
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Webster’s definition does not change— 


Noah Webster said: GOOD-WILL 


means— ‘The advantage in custom which 


a business has acquired beyond the mere 
value of what it sells. 


BUT ITS APPLICATION DOES! 


HEN YOU BUY a business 

the seller tacks something 
on the price beyond the value of 
the property and stock, and calls 
it good-will. That’s what Web- 
ster means. 

But Good-Will is a lot more 
important in modern business 
than just that. 

Good-Will is something you 
build up, day by day, and it 
exists in the minds of your cus- 
tomers, not in your store. Allied 
Mills has many ways of helping 
its dealers build up Good-Will. 

THE ALLIED MILLS EDUCA- 
TIONAL STAFF, pictured to the 
right, is a good example. These 


ALLIED MILLS, INC. 


ADVERTISING DEPARTMENT — 


men have built nation wide repu- 
tations for themselves, each in 
his own field. They have won the 
confidence and good will of 
feeders throughout the country. 
Now they are devoting their 
ability and science to keeping 
Wayne Feeds at the topmost 


quality. Through their work and - 


influence, Wayne Feeds quickly 
win the confidence of all feeders. 

The backing of these authori- 
ties, combined with other aids, 
make each Wayne dealer 
influential in his own com- 
munity, and put him ina 
position to thrive ou nis 
community’s Good-Will. 


FORT WAYNE, IND. 


ALLIED MILLS, INC. 
Advertising Dept., Fort Wayne, Ind. 


GENTLEMEN: 
information about Wayne Feeds. 


JOHN E. IVEY 


A 
P. L. SANFORD 


PAUL G. RILEY 


E. D. GRIFFIN 
CLIP AND SEND IN TODAY 


Please send me, without cost, further 
No obligation attached. 
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Arcady Diary... 


April 
25th 
a > Business as usual—full production at 
April plant. 
26th-27th 
—> Two day fire in concrete and brick 
April buildings, much interior damage. 
28th-29th-30th 
a > All rush cars shipped thru emergency 
hook-up. 
ook-up 
Ist 
‘ee > Business as usual—full production at 
plant (leased for whatever time necessary) 
with regular Arcady labor, foremen, 
May laboratory service and full facilities. 
2nd-3 ist 
—_> 


Same as May 1st. Arrcady mill being 


completely re-equipped. Our trade 
100% protected on all open contracts. 


“You cant keep a good mill down” 


Arcady Farms Milling Company 


223 W. Jackson Blvd., Chicago Illinois 


Page Six THE FEED BAG—MAY, 1934 


| 
: | 


Wh y 


MILWAUKEE, WISCONSIN 


YW 
pa 


DAVID K. STEENBERGH, Managing Editor 
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Number Five 


Put Your Poultry Feed Sales Efforts 
Into High Gear in May 


Chicks Now Swinging Into Volume 


AY is the month for feed deal- 

M ers to make hay while the sun 
shines in the poultry feed busi- 
ness. 

March and April are more or less pio- 
neering periods for new flocks because 
the baby chicks are beginning to de- 
velop and are not heavy consumers of 
feed. 

The dealer who is an alert merchan- 
diser spends his time contacting persons 
who buy baby chicks and making up a 
good list of prospects. He cannot ex- 
pect to cash in on his efforts until the 
new flock swings into consumption as 
the birds grow. 


Consumption Increases 


It has been estimated by poultry 
authorities that 100 chicks will consume 
85 pounds of feed the first month and 
250 pounds the second month with the 
amount increasing until they develop 
into full-sized pullets. Therefore, it can 
readily be seen that a dealer who fails 
to apply intensive selling during the 
month of May is overlooking a real 
source of profit which will carry through 
the entire season. It is the repeat busi- 
ness that counts. 

First of all, the dealer should be well 
stocked with a quality line of poultry 
feeds which he can depend upon to give 
results. But the best product in the 
world will not yield the maximum of 
profit unless it is properly advertised 
and merchandised. 

In Ohio a dealer gained permission 
from hatcheries in his community to set 
up a display of his poultry feeds where 
it was sure to be observed by incom- 
ing baby chick buyers. Advertising 
literature was placed where the custom- 
ers could easily help themselves. The 
dealer also arranged to give the hatchery 
owner a commission on all feed sold. 
Many new customers were won as the 
result of this idea and the dealer was 
able to keep his products before the 
eyes of prospective buyers at extremely 
low cost. 

Contests have proved to be good 
sales stimulators for many stores. 
Awarding of prizes in feeds to the 
poultryman who brings in the largest 
egg, heaviest broiler, or achieves the 
best record with his flock assists in 
bringing people to the dealer’s estab- 
lishment and provides good mailing lists. 
A New York state feed dealer recent- 


ly placed 50 baby chicks in a brooder 
in his display window and offered a 
cash prize of $10.00 to anyone who 
could guess nearest the amount the 
flock would weigh at the end of eight 
weeks. Special letters were sent to the 
store’s mailing list and two large dis- 
play ads were published in the paper 
announcing the contest. Entries were 
limited to one guess to a family and 
only actual poultry raisers were allowed 
to participate. The dealer required 
those guessing to fill out cards with 
their names and addresses and a nota- 
tion telling whether or not they were 
raising baby chicks. Feeds were con- 
spicuously displayed in the window. 
Buy and Sell Eggs 

Many dealers find it profitable to buy 
and sell eggs for their customers. This 
plan enables them to make regular con- 
tacts with feeders. The price of the 
eggs is often taken out in trade and 
helps to increase business. 

Although advertising of poultry feeds 
should be well under way before May, 
the campaign should be intensified as 
the season progresses. Every dealer 
should contact his customers and pros- 
pects by direct mail or through the 
newspapers at least twice a month. 
Many manufacturers are glad to supply 
literature for this purpose on request. 
This material, however, should be sup- 
plemented with a local angle, such as 
announcements of records achieved by 
customers who are using the dealer’s 


ASHVILLE COOPERATIVE Feed 
& Supply Co., Ashville, N. Y., has been 
organized. Incorporators are Roy B. 
Newell, Harley D. Smith, John M. 
Brown, Esther M. Brown and Frank 
Fardnik. 


GUS ACKERMAN, vice president, 
Oyster Shell Products Corp., St. Louis, 
has returned to his home in St. Louis 
after spending several months with his 
brother at the company’s New York 
headquarters. 


E. A. POOL, Dairymen’s League Co- 
operative Association, Inc., New York, 
spent considerable time promoting the 
sale of Dairylea processed cheese 
while attending the American Dry Milk 
Institute convention held at Chicago re- 
cently. 
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feeds. Farmers are always interested in 
what their neighbors are doing and this 
type of advertising is effective. 

Several dealers publish house organs 
and make their spring issue a special 
poultry number. One feed store owner 
carried an article on the proper care 
and management of the flock necessary 
to develop it for maximum production 
and cleverly worked in the necessity of 
using his feeds to obtain best results. 
Two entire columns of his house organ 
were devoted to short items about cus- 
tomers using his products. Prizes were 
offered to boys and girls who submitted 
poems on hens or eggs which were ac- 
cepted for publication in future issues. 
Poultry feeds were advertised through- 
out the paper with prices quoted in 
large type. Notation was made in each 
ad, however, to the effect that prices 
were subject to change. One section of 
the issue was occupied by “wanted” and 
“for sale’ ads which were run free for 
the farmers. 

Penny postal cards are used with 
good results by many dealers. They 
are economical and can be mimeo- 
graphed at low cost. One caution to 
observe in using penny postals is the 
crowding of too much copy into the 
small space available. A terse message 
which brings home the point about the 
quality and low cost of the feed is better 
than a mass of jumbled facts. Most 
dealers have found through experience 
that it is best to quote prices when feed 
advertising is sent out to the trade. 

Poultry Schools Pay 

May is also a good month to conduct 
poultry schools. Most farmers have 
finished their seeding and are able to 
attend so that a good crowd is assured. 
The school should be directed by a 
man well versed in poultry raising and 
feeding and the dealer’s feeds should be 
on display in the meeting hall. If fi- 
nances will allow it is a good policy 
to serve a lunch or provide some enter- 
tainment during the meeting. 

The dealer who expects to cash in 
to the full extent on the poultry season 
now under way cannot afford to be a 
“lazy bones”. Chicks must eat and 
feeds must be purchased. Those who 
handle a quality product and then get 
behind it with a real merchandising 
program can look back in the fall of 
the year and truly say they have en- 
joyed a successful poultry season. 
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L. H. HEILE, Cincinnati Hay & 
Grain Co., Cincinnati, Ohio, died re- 


cently from injuries sustained in an 
automobile accident near Monroe, Ohio. 
He was 37 years old and operated the 
firm with his four brothers. 


KELLY MILLING CO., 
ville, Pa., has been incorporated to 
operate a general milling business. 
Plants of J. M. Kelly and the Coopera- 
tive Grange Milling Co. have been taken 
over by the new organization. 


Titus- 


OHIO FEED TAX 
Ohio wholesale feed manufacturers 
after July 14 will pay a brand registra- 
tion tax of $20.00 on feeds instead of a 
tonnage levy. The change is the result 
of an amendment which was signed by 
the governor of the state on April 14. 


Dreyer to Address Dealers 
At Ohio Convention 


president, National Federation of 

Feed Associations, and Dr. Krebs, 

president, Institute of Mercantile 
Art, New York, will be the principal 
speakers at the 55th annual convention 
to be held by the Ohio Grain, Mill & 
Feed Dealers association at the Neil 
house, Columbus, June 6 and 7. 

Mr. Dreyer will discuss the feed 
codes and Dr. Krebs, who is a noted 
economist, will give an interesting and 
instructive talk on business and money. 

The convention will start with an 
open forum at 8 p. m., June 6, when 


C. DREYER, St. Louis, 


Batch 


More Earning 


For Your 


We have made it easy and more 

profitable for you to mix your own 

Chick Mashes and Turkey Starting 
rations with our 


Protein 


Concentrate 


Better than 10% of highly digestible animal 
protein and sufficient Vitamin ‘‘D”’ units to protect 
against rickets without additional cod liver oil. 
Use your own grains and mill feeds. 
tested formulas and advertising material. 


We manufacture a full line of Sterling Feeds 
and are jobbers of Nopco Cod Liver Oil, 
Oyster Shell, Dehydrated Alfalfa Leaf Meal. 


Northrup, King & Co. 


Feeds and Seeds— Minneapolis, Minn. 


Mixer 


We supply 
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those present will discuss mutual prob- 
lems and exchange ideas. This session 
will be followed by a meeting of the 
board of directors of the association. 

The convention program will get 
under way at 10 a. m. on the following 
morning with talks on revised grain 
grades, transportation problems, truck- 
ing competition, etc., by men well posted 
on these subjects. Mr. Dreyer and Dr. 
Krebs are expected to deliver their ad- 
dresses in the afternoon. Several other 
speakers will also be obtained to dis- 
cuss important trade problems. 

In the evening the delegates and their 
wives will gather for a buffet supper. 
There will be excellent music with a 
floor show and dancing. All ladies are 
invited but non-members will not be 
admitted unless they join the associa- 
tion at the meeting, W. W. Cummings, 
secretary of the organization, who is 
directing arrangements reports. 

“Many vital changes are taking place 
in the industry,” he said, “and every 
dealer in Ohio owes it to himself to 
attend our convention. Each and every 
one may be assured that he will go 
away with many practical ideas on the 
management of his business and on 
merchandising. Entertainment features 
of the convention will be well balanced 
with the business sessions and Colum- 
bus folks are cooperating in every way 
to make the delegates’ stay in the city 
both pleasant and profitable.” 


PANDORA MILLING CO., Pan- 
dora, Ohio, has been incorporated with 
a capital stock of $25,000. Incorpora- 
tors are J. Kampf, Jesse Hilty and W. 
C. Zuercher. 


OFFICE MOVED 

The Ohio Grain, Mill & Feed Dealers 
association has moved its offices from 
400 Winthrop street, Toledo, to 1730 
King avenue, Columbus. W. W. Cum- 
mings, secretary, urges members to send 
all future communications to the new 
address. 


OHIO 

Israel Supply Co., Mt. Vernon, has 
installed a new feed grinder and mixer. 
Dale C. Lanning is manager. 

Carl Bright, proprietor, Westwood 
Feed store, Dayton, died recently at the 
age of 47 years. 

F. A. Jenkins, 76, who had been ac- 
tive in the feed business at Norwalk 
for the past 40 years, died suddenly 
April 8. 

Lewis Coal Co., Newark, has added 
a complete line of feeds to its present 
business and is now operating under the 
name, Lewis Feed & Coal Co. Carl 
and Clyde Lewis are the proprietors. 

Gallia Roller Mills, Gallipolis, has in- 
stalled a new hammer mill. E. Laufer 
is manager. 

Harry Harlan has opened a feed store 
at the Bone mill, McConnelsville. 

Ohio River Milling Co., Gallipolis, 
has been sold by H. C. Summers to 
W. M. Rader. 

Delaware Farmers Exchange, Dela- 
ware, has purchased a building adjoin- 
ing its elevator and is converting it into 
a feed store. 
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Feed Manufacturers 
Will Discuss 
Code at French 
Lick Meeting 


ers association convention which 

will be held at the French Lick 

Springs hotel, French Lick, Ind., 
May 31 and June 1, will be devoted 
chiefly to a discussion of the industry’s 
code of fair competition which is ex- 
pected to go into effect a week or more 
before the meeting. 

Government officials will be present 
to explain the provisions and to answer 
questions. Among those who will speak 
are Armin W. Riley and A. J. Cordier. 
Both men are connected with the com- 
pliance and administration department 
of Division 6 of the NRA which has 
direct charge of the code. 


Official Facts on Code 


“We are fortunate in being able to 
have these officials with us when we 
discuss our code,” said Ralph M. Field, 
executive vice president of the associa- 
tion. “They are in a position to give 
us information that will enable the in- 
dustry to put the code into full opera- 
tion according to government require- 
ments. Every manufacturer should 
make it a point to attend the conven- 
tion, and get first hand facts.” 

The meeting wilt open May 31 with 
a report by Clarence Coddington, Bea- 
con Milling Co., president, and other 
officers of the association. Talks on the 
code by Mr. Riley and Mr. Cordier will 
follow. 

L. E. Bopst, College Park, Md., sec- 
retary, Association of American Feed 
Control Officials, has accepted an invi- 
tation to be present at the convention 
and will speak on the latest develop- 
ments of feed control legislation. He 
has also offered to answer questions 
submitted by the manufacturers. 

The second day of the convention will 
be devoted to an open forum discussion 
on the code which will be in charge 
of President Coddington and A. F. Seay, 
Purina Mills, St. Louis, chairman 
of the code committee. Manufacturers 
are requested to study the code care- 
fully and submit any questions they 
may wish to ask during the meeting. 


Message from Coddington 


“The meeting this year will be very 
interesting,’ President Coddington re- 
ports, “and it is likely that the code 
will be signed at least some weeks prior 
to May 31. All manufacturers will then, 
be operating under its provisions and 
there will be much of interest to discuss 
with relation to the code, its obligations 
and benefits and its general administra- 
tion. 

“For the first time in history the feed 
manufacturing industry will be operat- 
ing under a set of rules and regulations 
which have the effect of a federal law 
and you will find it advantageous to 
come to the meeting, take part in the 
discussions and to find out how this 
code is going to affect your business 


Ts American Feed Manufactur- 


and what you are going to be required 
to do in operating under its provisions.” 


To Golf for Prizes 


Despite the heavy schedule of busi- 
ness on the program the manufactur- 
ers will take time out for play during 
the convention. The annual golf tour- 
nament which always attracts a large 
number of contenders and results in 
keen competition, will again be held 
this year during the afternoons. Many 
prizes have been contributed by the al- 
lied trades which will be awarded to 
winners of various events in connection 
with the tournament and the golfers will 
vie for the Penick & Ford trophy which 
will go to the grand prize winner. 
Special entertainment features will be 
provided for the ladies and those who 
do not play golf. 

Many of the manufacturers are ex- 
pected to drive to French Lick to enjoy 
the splendid vacation facilities of the 
hotel and its surroundings during Deco- 
ration day which precedes the conven- 
tion. Reservations for rooms may be 
made through Ralph Field who is lo- 
cated at 53 West Jackson boulevard, 
Chicago. 


New Set of By-Laws 


A new set of by-laws has been drafted 
by the association to conform to the 
provisions of the code as requested by 
the NRA and AAA. Copies have been 
sent to all members and a vote on the 
amendments will be taken at the con- 
vention. The by-laws must be agree- 
able to a two-thirds majority before 
final adoption. 

“You are presumably wondering what 
has happened to the feed manufacturers 
code and what developments have taken 


Indiana Dealers Meet 
On June 22 


The Indiana Grain Dealers associa- 
tion will hold its summer meeting at the 
Purdue Memorial Union building, La 
Fayette, Ind., June 22. There will be a 
morning and afternoon session with the 
evening devoted to the annual banquet. 
One of the best after-dinner speakers 
in the Middle West has been obtained 
for the occasion and several entertain- 
ment numbers are to be presented. 

Convention plans were discussed at a 
meeting of the board of managers of 
the association held in the offices of 
Fred K. Sale, secretary. George But- 
turff, Indianapolis, was chosen to fill the 
unexpired term of Carl D. Menzie, a 
director, who passed away recently. 

Mr. Sale was requested to write a 
letter protesting the appointment by 
President Roosevelt of Rexford Guy 
Tugwell to the position of under secre- 
tary of agriculture. Copies are to be 
sent to each senator and representative 
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Mr. Bopst, secretary, Association of Am- 
erican Feed Control Officials, will be a guest 
speaker at the convention. He will discuss 
feed legislation which is of interest to manu- 
facturers. 


place,” Secretary Field writes in a recent 
bulletin issued to members. “Our code 
has finally passed through the various 
divisions of the AAA and NRA and is 
now ready for final signature. It has 
been required that we agree to make 
certain changes in our by-laws to har- 
monize with the code and these changes 
had to be submitted to our board of 
directors for approval. Each member of 
our committee also has had to certify 
to the AAA and the NRA that the code 
in its present shape is satisfactory and 
acceptable. 

“The only change in the code from 
the last draft which was published in 
the trade papers is that we shall be re- 
quired to pay overtime of time and 
one-third on all hours worked over 44 
hours weekly. The code committee felt 
that in view of the tremendous pressure 
at Washington for shorter hours that 
it would be well to accept this correc- 
tion without argument. Official copies 
of the code will be mailed to all mem- 
bers as soon as it is signed.” 


from Indiana now in congress. 

Non-members as well as members are 
urged to attend the convention and a 
special invitation has been extended to 
Illinois and Ohio dealers. 


CARL HOULTON, manager of the 
grain department, La Budde Feed & 
Grain Co., Milwaukee, spent the last 
two weeks in April motoring in the 
East. Visits to Washington, D. C., and 
New York were included on his journey. 


= Houlton was accompanied by his 
wife. 


C. R. DECKER, JR., paper bag di- 
vision, Chase Bag Co., Toledo, is the 
proud father of a baby boy born April 
20. Mr. Decker was formerly located 
at Minneapolis. The grandfather, 
Charles R. Decker, Sr., is vice president 
and general sales manager of the Chase 
Bag Co. The new arrival has been 
christened Charles R. Decker, III. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


e 

Cash Paid for Ideas 
You must have some idea which you 
u with success to boost your busi- 
ness. Tell us about it in a brief letter. 
If we publish your idea on this oe 
we will send you a check for $3.00. ° 
fancy writing required. 


Summer Feeding 


A Wisconsin dealer last summer en- 
couraged his customers to supply their 
dairy herds with feeds while on pasture. 
He used a large cutout of a cow and 
placed it in the window with a lawn 
mower to make it appear as if the 
animal was pushing the machine. In the 
background was a conspicuous card, 
with a message on it reading, “Even if 


your cows were equipped with lawn 
mowers they could not gather enough 
grass to supply them with the necessary 
ingredients for producing the maximum 
amount of milk. They must have a 
grain mixture in addition to pasture.” 
Attention was called to the fact that the 
dealer’s feed was properly balanced for 
summer feeding and a neat arrangement 
of several sacks completed the window 
display. This plan enabled the dealer 


“THANKS ... we'll 


be glad to sit down 


and talk about 
PRO 


It’s this way Mr. Feed Dealer. It 
doesn’t make any difference how 
much effort you put behind your 
feeds, or how finea feed-buying terri- 
tory you’vegot around yourstore... 


Youcan’t build upa profitable busi- 
ness unless you sell feeds that are 
profitable to your customers— 
feeds that are practical, economical, 
and scientifically correct—feeds that 
keep buyers coming back to you for 
more. 


The Quaker Oats Company, Dept. A-5 
141 W. Jackson Blvd., Chicago 
Dear Sirs: All right. 
Quaker Dealers. 
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ANGLE'g 


I’ll listen to your Selling Plan for 


this 


That’s the profit angle on this feed 
business. And we can fix you up 
with a complete line of feeds of the 
profit-making sort—for poultry, 
cattle, hogs, and dairy herds. We 
have a Selling Plan, too, that works 
and makes money for the dealer 
who gets behind it. 


If you'll mail the 
tell you 
about it. 


coupon, we’ll 
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to put across his message on summer 
feeding and aided him greatly in show- 
ing a decided increase in sales as com- 
pared to seasonal slumps during other 
years. 


Bad Accounts 


Customers are reluctant to trade at a 
store to which they owe money and 
will often buy elsewhere for cash. To 
meet this situation one feed dealer 
called on all of his debtors and told 
them that he would take 10 per cent 
of any cash purchases made and deduct 
in from the old account. In other 
words, if the customer bought $10.00 
worth of feed and paid for it he took 
$1.00 off the past due account. In this 
way the old balance was finally wiped 
off and in the meantime the dealer en- 
joyed his customer’s cash business. 


Shetland Pony 


An eastern feed dealer who bought 
his boy a Shetland pony decided to 
take the youngster into partnership on 
Saturdays. He advertised that on this 
day Junior would give a free ride to 
all farm boys and girls who visited the 
store with their parents. The idea 
brought hordes of people to the dealer’s 
establishment and resulted in a decided 
increase in the sale of feeds. The addi- 
tional business obtained was enough to 
pay for the pony many times over and 
allowed for a sizeable bonus for Junior 
besides. 


Fly Spray 


An aggressive dealer in Iowa made a 
neat profit by pushing the sale of fly 
sprays and other insecticides with a spe- 
cial window display. He fashioned a 
large cut out of a fly from dark card- 
board and placed it in the background. 
Then he placed cans of spray in pyramid 
array in the front with two spray guns 
in the foreground. A large placard in 
the window calling attention to the fly 
read, “This fellow robs you of profits 
by annoying your cows and cutting 
down the flow of milk. Get him with 
Blank Fly Spray.” 


Field Day 


In Michigan a progressive dealer each 
year selects one of his best customers 
and arranges to hold a field day at his 
farm. He obtains the cooperation of 
the county agent in getting speakers 
for the occasion. Records attained with 
the farmer’s dairy herd and poultry 
fleck are on display and due credit for 
the results are given to the deater’s 
brand of feeds. The afternoon is set 
aside for a picnic at which hot dogs 
and lemonade or beer is served and a 
baseball game is arranged between two 
different farm localities. The idea has 
repaid its cost many times over in addi- 
tional sales and new customers. 


4 
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DON’T LET THIS A bill which would virtually place control of all 
BILL PASS businesses handling agricultural commodities, in- 

cluding feed manufacturers and dealers, in the hands 
of the Secretary of Agriculture has been reported for passage, without public 
hearing, by the senate committee on agriculture and forestry. It is a proposal 
more drastic and wide in scope than anything which has been attempted thus 
far under the guise of farm relief. 


Under the provisions of this new bill those engaged in the handling of 
agricultural commodities would be literally subject to the United States depart- 
ment of agriculture. Each place of business would be required to take out a 
license and operate according to the dictates of the Secretary of Agriculture. 
If for any reason the dictator felt that the business licensed was violating his 
rules and regulations he would have full authority to revoke the license and 
fine the violator $1,000 per day per violation. All books and records would be 
subject to the examination by government representatives and the expense of 
administering and enforcing the law would be paid by the business regulated. 


The new bill, boiled down, is an amendment to the Agricultural Adjust- 
ment act proposed for the purpose of maintaining prices so that agricultural 
commodities would not only reflect a purchasing power on a parity with that 
of things the farmer buys but would also be indicative of farm laber costs, 
interest payments on farm indebtedness and taxes on farm property. That in 
itself is innocent enough but the dynamite in the bill lies in the unlimited powers 
which it grants to the Secretary of Agriculture and his aides who appeared 
before the committee on agriculture and forestry, expressed themselves fully 
in favor of the law and recommended its passage. The feed dealer and manu- 
facturer and all those handling agricultural commodities would not alone be 
deprived of the right to run their own business but would also be put to addi- 
tional expense which, under the provisions of the bill, may be levied to the 
limit. 

As this issue of THE FEED BAG went to press the bill was recalled by the 
committee for public hearing through the efforts of forces in the feed and milling 
industry. What will happen at the public hearing is unknown at this writing, 
but with its official backing, the bill is likely to be submitted for vote in congress 
either in present form or with amendments. 


The measure is so drastic and paralyzing that it demands the immediate 
action of every person engaged in the feed industry. Write or wire your con- 
gressman and senator immediately and voice your opposition to this radical 
proposal which will deprive you of the right to conduct your business as you 
choose and make you a mere subject in the hands of an agricultural dictator. 
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Pennsylvania Dealer Uses Contests 


To Stimulate Business 
Holds Events for Elders and Children 


<s E believe that the best form 

of advertising is that which 

will earn for us the good 

will of the people in our 
community,” said H. Snyder, Hatfield, 
Pa., one of the most successful feed 
dealers in southeastern Pennsylvania. 
“When we consider promotional plans 
for this purpose, we are just as anxious 
to earn the good will of the boys and 
girls as of the older folks, for these 
boys and girls must be considered as 
future customers. 


Looks to Future 

“While our business is as old as many 
of our oldest customers, we do not like 
to feel that we can depend upon our 
past reputation to bring us future busi- 
ness. We like to consider ourselves as 
a growing firm, youthful in spirit and 
willing to learn, growing up to greater 
things just as 'the boys and girls are 
growing up to face greater opportu- 
nities. These sons and daughters of our 
farmer customers are wide awake. To 
cultivate their good will is an asset 
for the business; to ignore their poten- 
tial future is to ask for their prejudice. 

“We have found that the contests we 
have been promoting for the benefit of 
these youngsters have brought us into 
closer contact with all the people of our 
community, and while we are human 
enough to appreciate the new customers 
that have been developed, we are still 
more enthused with the way _ the 
younger folks have cooperated with us. 


Corn Raising Contest 

“There are many different kinds of 
contests, most of which may be pro- 
moted with little expense but which 
continually advertise the dealer who 
promotes them. The corn growing con- 
test is one which never fails to bring 
a large number of entries. This con- 
test is announced in the various schools 
in our territory with our offer to fur- 
nish without cost the seed corn to all 
those who participate. Small cash prizes 
are offered to the contestants who raise 
the most corn from the seed furnished 
by us. In addition to the prizes we 
offer to purchase from the contestants 
at market prices all the corn they have 
raised. 

“Another adaptation of the contest 
is the chick raising contest which 
usually proves as popular with the girls 
as with the boys. The chicks are fur- 
nished free to contestants and cash 
prizes are offered for the best results 
within a specified time. When we desire 
to promote a certain brand of chick feed 
we specify that this feed must be used 
by contestants to entitle them to the 
prizes. Whether or not we specify a 
certain brand of feed, we usually sell 
most of the feed used by the contestants. 
While the sale of this feed does not 
represent a large profit we like this 
kind of contest because it brings the 
boys and girls right into our store to 
do business with us. We want them to 
get into the habit of coming here and 
to get acquainted with us and our meth- 
ods. The boy who buys a few pounds 
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of chick feed today will grow into the 
man who buys tons of feed a few years 
later. 

Introduced Buckwheat 

“Few farmers in this section raised 
buckwheat until we sponsored a buck- 
wheat raising contest a few years ago, 
and the buckwheat that is grown here 
today is sufficient evidence that these 
contests do have an influence in chang- 
ing the habits of our farmers. 

“We have been asked at times what 
direct benefit we derive from these con- 
tests and we can only say that we have 
grown as the community has grown, 
that our business has increased from 
year to year. 

“But contests should not be limited 
to the young folks only. I have men- 
tioned this type of contest because we 
are so intensely interested in the boys 
and girls. There are contests for their 
parents also which are planned to arouse 
enthusiasm and to develop better and 
more profitable methods for the dairy 
or poultry farmer. 

“Then there are contests for our em- 
ployes with which we encourage them 
to use better selling methods by fos- 
tering friendly competition. A small 
cash prize each month to the employe 
who establishes the best selling record 
on certain lines is a wonderful incen- 
tive. It keeps the feed dealer’s em- 
ployes alive and always looking for op- 
portunities to do better and it does help 
to increase business. 


W. J. MORRIS DEAD 

William J. Morris, Jr., regional vice 
president, Washburn-Crosby Co., Inc., 
Minneapolis, died at his home in New 
York City, April 30, following a brief 
illness. He had been associated with 
the firm for the past 25 years and was 
widely known in feed and baking circles. 
Funeral services were held in Minne- 
apolis, May 2 and the offices of Gen- 
eral Mills, Inc., were closed for a half 
day in respect of the memory of the 
deceased. This is the first time in the 
company’s history that this has been 
done. 


New York May Have 
Feed Lien Law 


Favorable legislation in New York 
state which will give dealers the priv- 
ilege of obtaining liens on cattle for 
feed furnished to farmers and upon 
crops for seeds and fertilizer supplied 
on credit is expected as the result of 
efforts of the Eastern Federation of 
Feed Merchants. 

The bill including these provisions 
was before the senate judiciary commit- 
tee at the time The Feed Bag went to 
press. If passed this legislation will re- 
sult in the saving of thousands of dol- 
lars in losses on bad accounts by pro- 
viding the dealers with adequate secur- 
ity. The federation urges its members 
to contact senators from their respective 
districts requesting passage of the bill. 
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“We believe that contests offer the 
feed dealer in the small community the 
best method to advertise his business 
and keep people constantly talking about 
him. While we advertise in the local 
newspapers, the selling appeal of such 
advertising is limited. We _ consider 
direct-mail more effective though the 
cost is higher. We have a mailing list 
of about 1,500 names. This list is cov- 
ered about three times a vear with liter- 
ature on our dairy feed and during the 
chick raising season of spring and early 
summer we cover this list as frequently 
as every two weeks with advertising 
matter on our line of chick feeds and 
other supplies for the poultry farmer. 

“We like to promote the advertised 
and reliable lines of dairy and poultry 
feed because we know that users obtain 
good results. At the present time we 
average about two carloads a week of 
dairy and poultry feeds combined, and 
about half of this volume is on adver- 
tised brands. 

“Our charge for mixed dairy feed is 
$1.00 a ton, and while this is too low 
to cover the actual expense and show 
a profit besides, it is a price that has 
been generally established in this terri- 
tory by other dealers. We think that 
$2.00 a ton would be a fair price for 
both dealer and the farmer. Within a 
five mile radius we deliver ton lots of 
feed free but beyond that limit we 
charge $1.00 per load for delivery.” 


HAY SUPPLY SHORT 

Supplies of market hay are dwindling 
rapidly, reports the United States de- 
partment of agriculture. There are pros- 
pects of complete disappearance in many 
areas and the smallest carry-over in 
years. Most of the West Central and 
North Central states are affected. 


Mash Produces Double 
Egg; Dealer Proud 


Graham Farms feed mill, Daviess 
county, Ind., is proudly telling its cus- 
tomers of the potential possibilities of 
its egg mash. 

The wife of a farmer who is a con- 
sistent user of the firm’s product re- 
cently picked out a large egg and boiled 
it for one of the boys to take with him 
for his lunch at school. The youngster 
removed the first shell and was sur- 
prised to find another whole egg, shell 
and all, inside. He brought the speci- 
men back with him in the evening and 
showed it to his parents who in turn 
reported it to the Graham Farms feed 
mill. 

“We'll go the limit in our advertising 
now,” said Mr. Hoefling, the proprietor 
of the mill, in commenting on the in- 
cident. “It is hard to claim too much 
for any egg mash that will produce two 
eggs in one but it merely goes to show 
what results can be obtained if a good 
feed is used.” 
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GOT ANY 
POULTRY FEED 
HE'D LIKE Sor 


Let NOPCO XX—Vitamin D Concen- 
trate (U.S. Patent No. 1,678,454) in 


Cod Liver Oil — sell your mashes! LES 


H™* a salesman that decreases unfailingly proper Vitamin D and A 
sales resistance, keeps old cus- balance. 


tomers, adds new ones, and builds up Norco XX is a business getter —a 
more mash volume. Nopco XX Vitamin real mash salesman. Add him to your 
D Concentrate is supported by consist- force! - 

ent national advertising in leading con- Write us for complete details of our 
sumer papers. Nopco XX Vitamin D Free Merchandising Plan to help you 
Concentrate has won the country wide move Norco XX mashes. It is yours 
confidence of poultrymen by producing for the asking and without obligation. 


WRITE IN TODAY 


NO. 42 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO SAN FRANCISCO 
EXECUTIVE OFFICE: 3842 ESSEX ST., HARRISON,N.J. 
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SAM BLAIR, former vice president 
and general manager, Farm Service 
Stores, Inc., Minneapolis, recently 
underwent an operation for appendicitis 
and gall bladder troubie. He is re- 


ported to be well on the way to re-. 


covery. Mr. Blair recently resigned 
from the Farm Service Stores, Inc., be- 
cause of poor health. 


MORE FARMERS 

Farm population reached an all-time 
high total on January 1 when it was 
estimated by the bureau of agricultural 
economics at 32,509,000 persons. The 
increase is attributed to the 494,000 ex- 
cess of births over deaths in 1933. There 
was a net migration away from the 
farm of approximately 227,000 persons 
during the same period. 


Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 


The teacher at the local school went 
into a tantrum while correcting exam- 
ination papers. Friday evening. Lazy 
Billy Jones turned in a sheet with a 
notation reading, “See Frank Smith’s 
paper for my answers.” 

Judd Perkins announces that he is 
starting a pollywog farm. He expects 


MILK in the ration implies a quality feed. It is never 
used in really cheap feeds. 

The customer expects better results when he sees 
“milk” on the bag because of the reputation of milk 
to show profitable gains. Only milk gives milk results 


and he knows it. 


It is your hall-mark of quality — your proof of excel- 
lence—therefore, to say that your feed contains milk. 
Don’t disappoint your trade or yourself. To 


USE AT LEAST 
10% in Chick Starter 
7:% in Growing Mash 
5% in Egg Mash 
10% in MashforHighQualityEggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 


insure the quality implied on the bag be 
sure you put quality into it by using enough 
dry skim milk and of good grade. 

American Dry Milk Institute, Inc. 
Room 1360, 221 N. La Salle St., Chicago, IIl. 


American Dry Milk Institute, Inc. 
Room 1360, 221 N. La Salle St., Chicago, Ill. 


OJ Please send me your bulletin on 
“Feed Grades for Dry Skim Milk”. 


40% in Coccidiosis Control Mash Name. 
25% in Calf Meal | Firm 
10% in Pig Meal | nen, wen 
Address 
You Must Use MILK to , 
Get MILK RESULTS 


State 
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to dispose of his product by supplying 
politicians for wiggling out of campaign 
promises. 

Joe Spivis, local town brag, suffered 
a broken arm last Tuesday. Reports 
are that he fractured the member pat- 
ting himself on the back. 

*x* * * 


CELEBRATING 
Mary: “I refused to marry Archie 
last October and he’s been drinking 
steadily ever since.” 
Jane: “I should say that’s carrying 
a celebration a little too far.” 


DISCRIMINATING 

Dealer: “Did you see those three 
fellows who just passed us?” 

Salesman: “Yes, why?” 

Dealer: “Well, the fellow in the 
middle owes me $10.00 and the other 
two said, ‘hello’.” 

*x* * * 
POPULAR GAL 

A comely colored girl had just been 
baptized in the river. As she came to 
the surface she cried, “Bless de Lawd, 
I’se saved! Las’ night I was in the 
ahms of Satan, but tonight I’m in the 
ahms of de Lawd!” 

“Sistuh,” came a deep baritone voice 
from the shore, “how is you all fixed 
for tomorrow ebening?” 

* 


The old time bandit kept a record of 
his killings by making notches on his 
belt, but the modern gun man keeps a 
newspaper file. 

SAD EXPERIENCE 

Teacher: “Richard, can you tell me 
the definition of eternity?” 

Dealer’s Son: “Paw says it’s the time 
it takes to pay for a $700 piano on the 
installment plan.” 


SANITY TEST 

Suitor: “Did you say that if a mil- 
lionaire asked you to marry him you 
would turn him down for the love of 
me?” 

Fiancee: “Certainly, dear.” 

Suitor: “I am sorry but this is the 
end. I can’t marry a woman who ad- 
mits she’s insane.” 

VALUABLE PROPERTY 

Visitor: “You have only two or three 
buildings in this new town of yours.” 

Realtor: “Yes, I know, but look at 
the parking space.” 


QUICK DECISION 
Wife: “My husband talked 
sleep last night.” 
Secretary: “Well, 
make me?” 
Wife: “His ex-secretary.” 
* 


IN WASHINGTON 
Farmer: “Here, hold my horse for a 
minute.” 


Senator: “Sir, I’m a member of con- 


in his 


what that 


Farmer: “That’s all right. 


You look 
honest.” 
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Code Approval Will Determine 
Central Convention Dates 


Gift Carload of Feed Nearly 


tional code (excepting wholesale 
feed manufacturers) will deter- 
mine the dates on which the 9th 
annual convention of the Central Retail 
Feed association is to be held this year. 
The formal hearing is expected to 
take place during the latter part of this 
month and it is hoped that the code 
will be in effect or at least ready for 
the president’s signature so that a 
thorough discussion of the provisions 
may be held by the Central association 
some time in June, the month in which 
the convention has been held in former 
years. Meantime, other arrangements 
for the meeting are being completed as 
rapidly as possible. 
Plan Dealers’ School 


Merchandising, as usual, will be given 
an important place on the program. 
Plans are now under consideration for 
holding another school which will be 
directed by a man well versed in the 
art of selling and who will make the 
session both pleasant and profitable to 
those who attend. 


Although the code discussions may 
occupy considerable time it is hoped 
that several hours may be set aside for 
an open forum discussion on current 
trade problems. This feature of the 
convention proved to be popular in for- 
mer years and resulted in the exchange 
of many valuable ideas which dealers 
could apply in their own business. 

A concerted drive for new members 
is being made by the Central associa- 
tion as a prelude to the convention and 
Minneapolis and Minnesota shippers 


cose on the na- 


Ready 


arc donating a full mixed car of flour 

and feed as an incentive to get new 

dealers to join the organization. 
Variety in Gift Car 

Charles Van Horssen, Washburi- 
Crosby Co., chairman of the committe: 
which is getting the car together, re- 
perts that the job is practically com- 
pleted. Assisting him in this task are 
Harry Cowan, Spencer Kellogg & Sons 
Sales Corp.; George Smith, Dickinson 
Teed & Seed Co., and E. S. Wood- 
worth, Snow Woodworth & Co. The 
list of the firms and the amounts and 
kinds of feed they are giving are as 
fellows: 

Archer-Daniels-Midland Co., one-half 
ten of linseed meal; Armour & Co., one 
ton meat scraps; Commander Larabee 
Corp., one ton of feed; Cudahy Pack- 
ing Co., one ton equal parts Blue Rib- 
bon digester tankage, 50 per cent meat 
and bone scraps, special steamed bone 
meal and all purpose mineral feed with 
iodine; Dickinson Feed & Seed Co., one 
ton of feed; Eagle Roller Mill Co., one 
ton of mill feed; International Sugar 
Feed Co., one ton of International Spe- 
cial dairy feed. 

King Midas Mill Co., ten 49-pound 
bags King Midas flour, eight bags Clo- 
verleaf pure bran and seven bags Snow- 
ball middlings; Midland Hay and Feed 
Co., one ton of feed; Minnesota Linseed 
Oil Co., one ton of linseed meal; Nor- 
thern Oats Co., one ton of Go-Fer re- 
ground oat hulls; Northrup, King & 
Co., one ton equal parts Sterling scratch 
feed and egg mash; Nutrena Feed Mills, 
Inc., five bags of feed; Penick & Ford 
Sales Co., one ton of Douglas corn 
gluten feed; Pillsbury Flour Mills Co., 
one-half ton of feed. 

Quaker Oats Co., one ton of Quaker 
Sugared Schumacher feed; Reliance 
Feed Co., one ton of feed; Spencer Kel- 
legg & Sons Sales Corp., one-half ton 
of linseed meal; Swift & Co., one ton 
of meat scraps; Washburn-Crosby Co., 
Inc., five bags of Gold Medal egg mash, 
ten bags dairy ration and five bags 
scratch feed and Snow Woodworth & 
Co., one ton of bran. 

How to Get Chances 

Each member of the association will 
lave one chance to receive the gift car 
when it is given away at the conven- 
tion. One additional chance will be 
given to those. who pay their dues for 
the year starting June 1, 1934, before 
the meeting and one more wiil be 
awarded to dealers who attend and reg- 
ister at the convention. Each new 
member which a dealer obtains on a 
cash basis before the convention will 
also entitle him to an additional chance. 
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A special prize will also be presented 
to the person who obtains the largest 
number of new members irrespective of 
whether or not he is the one who re- 
ceives the gift car of flour and feed. 
Membership application blanks may be 
obtained from the office of David K. 
Steenbergh, secretary, Central Retail 
Feed association, 210 East Michigan 
street, Milwaukee. 

The annual convention banquet will 
be held as usual on the first evening 
of the meeting. On former occasions 
the Milwaukee Grain & Stock Exchange 
members arranged for the entertainment 
program and it is expected that they 
will do likewise this year. 

The executive committee of the asso- 
ciation will meet to make final plans 
for the meeting as soon as work on the 
code preceding the formal hearing is 
completed. Meanwhile, all central deal- 
ers are urged to make plans to attend. 
With the code discussion as an attrac- 
tion on the program the convention is 
expected to be the largest in the asso- 
ciation’s history. 


JOHN JOUNO, manager, feed de- 
partment, Donahue-Stratton Co., Mil- 
waukee, recently returned to his office 
after spending several days at a national 
church convention held at Neenah, Wis. 


WISCONSIN 
Gerrit Van Dam and Achilles Dan- 
tine have dissolved partnership in the 
feed firm which they had operated as 
Van Dam & Dantine at Rio Creek. Mr. 
Van Dam, associated with his son, Leo, 
will continue the business as Van Dam 


on. 

Colrud Feed mill, Rosholt, which is 
under construction expects to open for 
business soon. The old plant was re- 
cently destroyed by fire. 

Farmers Advancement association, 
Brillion, has installed a new feed mixer. 

Frank B. Mosher, president, New 
Richmond Roller Mills Co., New Rich- 
mond, returned recently from Florida 
where he purchased a home which he 
expects to occupy during most of the 
winter months. 

George W. Moody, general manager, 
Weyauwega Milling Co., Weyauwega, 
who has been confined to his home as 
the result of illness, is now able to be 
about his office. 

Harry Franke, Franke Grain Co., Mil- 
waukee, recently celebrated his 13th 
wedding anniversary. 

Herman Froelich, Herman Froelich 
elevator, Glenbeulah, is raising rac- 
coons for a hobby. He now has 20 fine 
animals on his miniature fur farm. 
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Proposed Code of Fair Competition 
for the Feed Trade 


petition for the Feed Trade of 
the United States (except whole- 
sale feed manufacturers) is pub- 
lished in full herewith as drafted at 
an informal conference with NRA of- 
ficials at Washington, D. C., April 24- 
27, 1934. It must be presented for pub- 
lic hearing, which is expected to be held 
within 30 days, and approved by the 
President before becoming effective. 
The code is sponsored by the Na- 
tional Federation of Feed Associations 
and the code committee of the federa- 
ticn was represented at the informal 
conference by two of its members, Fred 
McIntyre and David K. Steenbergh. 
President E. C. Dreyer has been in 
Washington conferring with NRA of- 
ficials since the conference and the en- 
tire code committee, which also includes 
V. A. Fogg and Floyd Oles, will attend 
the public hearing. It is expected that 


it HE proposed Code of Fair Com- 


the public hearing will attract a large 
delegation from the feed trade including 
at least one representative from each of 
the federation’s 29 affiliated associations. 

The present draft of the code com- 
pares favorably with the original code 
which was adopted by the industry for 
presentation to the administration at 
the Chicago convention of the National 
Federation of Feed Associations last 
September. Every important provision 
from the original code is included in 
the new draft and federation officials 
believe they have been so far success- 
ful in carrying out the mandate of the 
Chicago convention. 

Federation officials wish to emphasize 
that the long delayed progress towards 
securing approval of a code for the feed 
trade was due to AAA policies which 
cenflicted with the expressed wishes of 
the industry. The code was handled by 
AAA until January 29, 1934 and in all 


Article I—Purposes 


the months of negotiation with AAA 
it was impossible to secure approval 
of provisions covering price cutting and 
binding all members of the industry, 
including truckers and car door distribu- 
tors under the code, etc., etc. After 
NRA assumed jurisdiction over the code 
early in February our code had to wait 
its turn but the present code gives the 
industry what it wanted with respect 
to matters which were in controversy 
with AAA and in addition gives the 
cede authority broad powers to regu- 
late the trade through enforcement of 
code provisions and assess and collect 
from members of the trade all expenses 
of code maintenance. 

Every member of the trade is urged 
to thoroughly read this new draft of 
the code, section by section and The 
Feed Bag will be glad to receive letters 
from its readers telling what they like 
or don’t like about its provisions. 


To effect the policies of Title I of the National Industrial Recovery Act, this Code is established as a 
Code of Fair Competition for the Feed Trade, except wholesale feed manufacturing, and its provisions shall 
be the standards of fair competition for such trade and be binding upon every member thereof. 


Section 1. 


Article 1l1—Definitions 


The term “‘feed trade”’ as used herein includes the business of distributing feed by brokers, 


wholesale distributors (including warehouse distributors), retail dealers, retail manufacturers, also the busi- 
ness of manufacturing feed at retail (all of which are defined below), and such related branches or subdivisions 
as may from time to time be included under the provisions of this Code. 


Section 2. The term ‘‘member of the trade”’ includes without limitation any individual, partnership, 
association, corporation or other form of enterprise engaged in the trade in any manner whatsoever either 
as an employer or on his or its own behalf. 


Section 3. The term ‘‘employee”’ as used herein includes any and all persons engaged in the trade, 
however compensated, except a member of the trade. 


Section 4. The term “watchman” as used herein means any employee who devotes ninety per cent 
(90%) of his working time in watching and guarding the premises of the establishment. 

Section 5. The term ‘employer’ as used herein means any person by whom any employee is compen- 
sated or employed. 

Section 6. The terms “President’’, ‘‘Act’”’, and “Administrator’’, as used herein mean, respectively, 


the President of the United States, Title I of the National Industrial Recovery Act, and the Administrator 
for Industrial Recovery. 


Section 7. The term “feed”’ as used herein means all feed (including, but without limitation, hay, straw, 
stock salt, field seeds and plant foods sold at retail) for all manner of livestock, poultry, birds, and animals, 
but not products intended for human consumption. 


Section 8. The term “broker” or “brokerage firm’’ as used herein means any person who negotiates 
the sale of the products of the trade for or on behalf of a seller or buyer and whose compensation is a com- 
mission or brokerage which may be paid by either the seller or buyer. 

Section 9. The term ‘wholesale distributor’ as used herein means any person who buys or sells feed 
(except hay and straw) at wholesale. 

Section 10. The term “warehouse distributor’’ as used herein means any person who buys and sells 
feed through a warehouse at wholesale, either in car lots or less than car lots, by truck or otherwise. 

_ Section 11. The term “retail dealer” as used herein means any person who sells or distributes feed to 
consumers, including cooperative organizations. 

Section 12. The term “retail manufacturer” as used herein means any person engaged in the processing 
or production of feed, for sale by himself at retail and including any person engaged in custom mixing, custom 


grinding, custom cleaning, or any similar operation on feed for local consumption. This includes cooperative 
organizations which distribute feed. 
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Section 13. The term “retail sale”’ as used herein means a sale to any person or group of persons who 
buy for consumption. 


Section 14. The term “wholesale sale’’ as used herein means a sale to any person or group of persons 
who buy for resale. 


Section 15. Population for the purposes of this Code shall be determined hy reference to the latest 
Federal Census. 


Article I1I—Hours 


Section 1. No employee shall be permitted to work in excess of forty-eight (48) hours in any one week 
or _ ) hours in any twenty-four (24) hour period (beginning at midnight) except as herein otherwise 
provided. 

(a) Executives, supervisory, technical, and administrative employees, provided they receive regularly 
thirty-five (35) dollars or more per week in cities and towns of more than 5,000 population and twenty-five 
(25) dollars or more per week elsewhere; also outside salesmen. 

(b) Watchmen, provided that no such employee shall be permitted to work more than fifty-six (56) 
hours in any one week. 

(c) Employees engaged in emergency repair work, but any such employees shall be paid at the rate 
of time and one-third for hours worked in excess of nine (9) per day and forty-eight (48) per week. 

Section 2. No clerical or office employee shall be permitted to work in excess of forty-four (44) hours 
in any one week, or eight (8) hours in any twenty-four (24) hour period. A normal work day shall not exceed 
eight (8) hours. 

Section 3. No employee shall be permitted to work more than six (6) days in any seven (7) day period. 

Section 4. No employer shall knowingly permit any employee to work for any time which, when added 
to the time spent at work for another employer or employers in this trade (or otherwise), exceeds the maxi- 


mum permitted herein. 
Article I[V—Wages 


Section 1. No employee shall be paid at less than the following rates: 

(a) Clerical and office employees shall be paid at the following rates: (1) Not less than sixteen (16) 
dollars per week in cities and towns of 5,000 population or over, or in the immediate trades areas thereof: 
(2) Not less than fourteen (14) dollars per week elsewhere. 

(b) No watchman shall be paid less than at the rate of eighteen (18) dollars per week; all other plant 
and mechanical workers and artisans shall be paid at the following rates: (1) Not less than thirty-five (35) 

cents per hour in cities and towns of 5000 population or over, or in the immediate trade areas thereof; 
(2) Not less than thirty (30) cents per hour elsewhere. 

Section 2. This article establishes minimum rates of pay which shall apply, irrespective of whether an 
employee is actually compensated on a time rate, piece-work, or other basis. 

Section 3. Whenever the adoption of the minimum rates of this Code results in lessening the differential 
between unskilled labor and skilled labor, wages above the minimum shall be increased so as to maintain 
fair differentials. In no case shall weekly wages be reduced as a result of the adoption of this Code. A report 
shall be made to the Administrator within ninety (90) days from the effective date of this Code, analyzing 
the adjustment of wages above the minimum, reporting the number of new employees in the trade, and the 
length of their service. 


Section 4. Female employees performing substantially the same work as male employees shall receive 
the same rate of pay as male employees. 

Section 5. A person whose earning capacity is limited because of age, physical or mental handicap, or 
other infirmity, may be employed on light work at a wage below the minimum established by this Code, if 
the employer obtains from the State Authority, designated by the United States Department of Labor, a 
certificate authorizing such person’s employment at such wages and for such hours as shall be stated in the 
certificate. Such authority shall be guided by the instructions of the United States Department of Labor in 
issuing certificates to such persons. Each employer shall file monthly with the Code Authority a list of all 
such persons employed by him, showing the wages paid to, and the maximum hours of work for such employee. 

Section 6. After the effective date of this Code, wages shall be exempt from fines and rebates; and from 
charges and deductions, except charges and deductions for employees’ contributions, voluntarily made by 
employees or required by law, for pension, insurance or benefit funds. No employer shall withhold wages ex- 
cept upon service of legal process or other papers lawfully requiring such withholding. Deductions for other 
purposes not heretofore stated may be made only when the contract is in writing, is kept on file by the employer 
for six months after the termination of the contract and open for the inspection of the Administrator or his 
representatives. 


Article V—General Labor Provisions 


Section 1. No person under sixteen (16) years of age shall be employed in the trade. No person under 
eighteen (18) years of age shall be employed at operations or occupations which are hazardous in nature or 
detrimental to health. Within sixty (60) days after the effective date of this Code, the Code Authority shall 
submit to the Administrator a list of such operations or occupations. In any state an employer shali be deemed 
to have complied with this provision as to age if he shall have on file a certificate or permit duly signed by the 
Authority in such state empowered to issue employment or age certificates or permits showing that the employee 
is of the required age. 

Section 2. (a) Employees shall have the right to organize and bargain collectively through represen- 
tatives of their own choosing, and shall be free from the interference, restraint, or coercion of employers of 
labor, or their agents, in the designation of such representatives or in self-organization or in other concerted 
activities for the purpose of collective bargaining or other mutual aid or protection. 

(b) No employee and no one seeking employment shall be required as a condition of employment to 
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join any company union or to refrain from joining, organizing, or assisting a labor organization of his own 
choosing, and 

(c) Employers shall comply with the maximum hours of labor, minimum rates of pay, and other condi- 
tions of employment approved or prescribed by the President. 

Section 3. No employer shall reclassify employees or duties of occupations performed, or change the 
method of payment of employees’ compensation, or engage in any other subterfuge so as to defeat the provi- 
sions of the Act or of this Code. 

Section 4. Each employer shall provide for the safety and health of the employees during the hours 
and at the places of their employment. Standards for safety and health shall be submitted by the Code Au- 
thority to the Administrator within six (6) months after the effective date of this Code. 

Section 5. No provision in this Code shall supersede any state or Federal law which imposes on em- 
ployers more stringent requirements as to age of employees, wages, hours of work, or as to safety, health, 
sanitary or general working conditions, or insurance, or fire protection, than are imposed by this Code. 

Section 6. All employers shall post and keep posted copies of this Code in conspicuous places accessible 
to all employees. Every member of the trade shall comply with all rules and regulations relative to the post- 
ing of provisions of Codes of Fair Competition which may from time to time be prescribed by the Adminis- 
trator. 


Article VI—Organization, Powers, and Duties of the Code Authority 


Section 1. There is hereby established a temporary Code Authority consisting of the members of the 
Board of Directors cf the National Federation of Feed Associations. Such members shall organize and func- 
tion as a temporary Code Authority for a period of not to exceed sixty (60) days following the effective date 
of this Code. The temporary Code Authority, within the time herein specified, shall formulate and submit 
to the Administrator for his approval a plan for the selection, under his supervision, of the permanent Code 
Authority. Members of the permanent Code Authority shall serve for a period of one (1) year or until their 
successors have been selected, the filling of vacancies in the membership to be made by vote of the said Code 
Authority. Selection or appointment of members of the said Code Authority and the filling of any vacancies 
shall be subject to the disapproval of the Administrator. 

Section 2. In addition to membership as above provided there may be three (3) members, without vote, 
to be known as Administration members, to be appointed by the Administrator to serve without expense to 
the trade for such terms as he may specify. 

Section 3. Each trade or industrial association directly or indirectly participating in the selection or 
activities of the Code Authority shall (1) impose no inequitable restrictions on membership, and (2) submit 
to the Administrator true copies of its articles of association, by-laws, regulations, and any amendments when 
made thereto, together with such other information as to membership, organization, and activities as the 
Administrator may deem necessary to effectuate the purposes of the Act. 

Section 4. In order that the Code Authority shall at all times be truly representative of the trade and in 
other respects comply with the provisions of the Act, the Administrator may prescribe such hearings as he 
may deem proper; and thereafter if he shall find that the Code Authority is not truly representative or does 
not in other respects comply with the provisions of the Act, may require an appropriate modification in the 
method of selection of the Code Authority. 

Section 5. Nothing contained in this Code shall constitute members of the Code Authority partners 
for any purpose. Nor shall any member of the Code Authority be liable in any manner to anyone for any 
act of any other member, officer, agent or employee of the Code Authority. Nor shall any member of the 
Code Authority, exercising reasonable diligence in the conduct of his duties hereunder, be liable to anyone 
for any action or omission to act under this Code, except for his own wilful malfeasance or non-feasance. 

Section 6. If the Administrator shall at any time determine that any action of the Code Authority, or 
any agency thereof, may be unfair or unjust or contrary to the public interest, the Administrator may require 
that such action be suspended to afford an opportunity for investigation of the merits of such action and further 
consideration by such Code Authority, or agency, pending final action which shall not be effective unless the 
Administrator approves or unless he shall fail to disapprove after thirty (30) days’ notice to him of intention 
to proceed with such action in its original or modified form. 

Section 7. Subject to such rules and regulations as may be issued by the Administrator, the Code Au- 
thority shall have the following powers and duties in addition to those authorized by other provisions of this 
Code: 

(a) To insure the execution of the provisions of this Code and to provide for the compliance of the trade 
with the provisions of the Act; 

(b) To adopt by-laws and rules and regulations for its procedure; 

(c) To obtain from the members of the trade such information and reports as are required for the ad- 
ministration of the Code. In addition to information required to be submitted to the Code Authority, members 
of the trade shall furnish such statistical information as the Administrator may deem necessary for the pur- 
poses recited in Section 3 (a) of the Act to such Federal and State agencies as he may designate, provided that 
nothing in this Code shall relieve any member of the trade of any existing obligations to furnish reports to 
any government agency. No individual report shall be disclosed to any other member of the trade or any 
other party except to such other governmental agencies as may be directed by the Administrator. 

(d) To use such trade associations and other agencies as it deems proper for the carrying out of any of 
its activities provided for herein, provided that nothing herein shall relieve the Code Authority of its duties 
or responsibilities under this Code and that such trade associations and agencies shall at all times be subject 
to and comply with the provisions hereof; 

(e) To make recommendations to the Administrator for the coordination of the administration of this 
Code with such other codes, if any, as may be related to or affect members of the trade. 

(f) (1) It being found necessary, in order to support the administration of this Code and to maintain 
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the standards of fair competition established by this Code and to effectuate the policy of the Act, the Code 
Authority is authorized, subject to the approval of the Administrator: 

(aa) To incur such reasonable obligations as are necessary and proper for the foregoing purposes 
and to meet such obligations out of funds which may be raised as hereinafter provided and which shall 
be held in trust for the purposes of the Code; 

(bb) To submit to the Administrator for his approval, subject to such notice and opportunity to 
be heard as he may deem necessary, (1) An itemized budget of its estimated expenses for the fore- 
going purposes, and (2) An equitable basis upon which the funds necessary to support such budget 
shall be contributed by members of the trade; 

(cc) ‘After such budget and basis of contribution have been approved by the Administrator, to de- 
termine and secure equitable contribution as above set forth by all such members of the trade, and to 
that end, if necessary, to institute legal proceedings therefor in its own name. 

(2) Only members of the trade complying with the Code and contributing to the expenses of its 
administration as provided in Section 1 hereof, shall be entitled to participate in the selection of the members 
of the Code Authority or to receive the benefit of its voluntary activities or to make use of any emblem or 
insignia of the National Recovery Administration. 

(g) To cooperate with the Administrator in regulating the use of any NRA insignia solely by those 
members of the trade who are complying with this Code. 

(h) To recommend to the Administrator any action or measures deemed advisable, including fair trade 
practice provisions to govern members of the trade in their relations with other industries, measures for in- 
dustrial planning, and stabilization of employment, and, including further, modifications of this Code which 
shall become effective as part hereof upon approval by the Administrator after such notice and hearing as 
he may specify; 

(i) To appoint a trade practice committee which shall meet with the trade practice committees appointed 
under such other codes as may be related to the industry for the purpose of formulating fair trade practices 
to govern the relationships between employers under this Code and under such others, to the end that such 
fair trade practices may be proposed to the Administrator as amendments to this Code and such other codes; 

(j) To provide appropriate facilities for arbitration, and subject to the approval of the ‘Administrator 
to prescribe rules of procedure and rules to affect compliance with awards and determination. 

(k) Within sixty (60) days after the effective date of this Code, each member of the trade shall register 
with the Code Authority, giving the name under which he conducts his business and correct mailing address. 


Article VII—Trade Practice Rules 


The violation of any of the following provisions shall be an unfair trade practice and is prohibited: 
Section 1. Destructive Price Cutting. (This section is applicable to warehouse distributors, retail 
dealers, retail manufacturers and to no other members of the trade.) 


(a) The Principle: 
(1) Destructive price cutting is an unfair method of competition and is forbidden at all times, 
irrespective of the existence of an emergency; 
(2) When no declared emergency exists as to any given product, there is to be no fixed minimum 
basis for prices but it is intended that sound cost estimating methods should be used; 


(3) When an emergency exists as to any given product, sale below the lowest reasonable cost of 
such product in violation of subsection (c) hereof, is forbidden. 


(b) Normal provision: The Code Authority shal! cause to be formulated methods of accounting 
and cost finding and/or estimating capable of use by all members of the trade and shall submit such methods 
to the Administrator for review and possible disapproval. Full detailsandinstructions concerning such meth- 
ods shall be made available to all members of the trade and to the Administrator and thereafter it is intended 
that all members should utilize the principles of such methods. 


(c) Emergency provision: When an emergency exists, the Code Authority may cause an impartial 
agency to investigate costs and to determine the lowest reasonable cost of the product affected by the emerg- 
ency. Such determination shall exclude all cost elements set forth in and shall be in all respects subject to 
such rules and regulations as may be issued by the Administrator and subject to his approval or modification 
after such notice and opportunity to be heard as he may prescribe. The Code Authority or the Administrator 
may, from time to time, cause such determination to be reviewed or reconsidered and appropriate action taken. 


(d) Definitions: 


An ‘‘emergency”’ exists whenever the Administrator determines that destructive price cutting is render- 
ing ineffective or seriously endangering the maintenance of the provisions of this Code. 
“Destructive price cutting’’,—- 
(1) When no emergency exists, the term shall have the meaning declared in rules and regulations 
promulgated by the Administrator on recommendation of the Code Authority or on his own motion; 
(2) When an emergency exists, the term shall mean any sale in violation of subsection (c) hereof; 
(3) It shall be an absolute defense to any charge of destructive price cutting, if an impartial agency, 
designated or approved by the Administrator, shall find; 
(aa) That the price complained of is justified by existing competition, evidence of which has been 
reported to the Code Authority; 
(bb) That the price complained of is justified as a method of disposal of dropped lines or seconds, or 
(cc) When no declared emergency exists, that the member charged with destructive price cutting 
has in good faith endeavored to make proper use of the announced cost estimating methods. 


Section 2. To sell or offer to sell any commodity for shipment beyond the time of shipment specified in 
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the code of the basic industry producing or trading in such commodity. 
Section 3. To sell or offer to sell feed at a price guaranteed against market decline. 


Section 4. To ship feed on consignment, except under circumstances to be designated by the Code 
Authority where peculiar circumstances of the trade may require the practice. 


Section 5. No broker shall divide or refund any part of his brokerage to the seller or the seller’s agent 
or to a buyer or buyer’s agent. 


Section 6. No member of the trade shall give, permit to be given, or offer to give, anything of value 
for the purpose of influencing or rewarding the action of any employee, agent, or representative of another 
in relation to the business of the employer of such employee, the principal of such agent or the represented 
party, without the knowledge of such employer, principal or party. This provision shall not be construed to 
prohibit free and general distribution of articles commonly used for advertising except so far as such articles 
are actually used for commercial bribery as hereinabove defined. 

Section 7. No member of the trade shall publish advertising (whether printed, radio, display or of any 
other nature), which is misleading or inaccurate in any material particular, nor shall any member in any way 
misrepresent any goods (including but without limitation its use, trade-mark, grade, quality, quantity, origin, 
size, substance, character, nature, finish, material, content or preparation) or credit terms, values, policies, 
services, or the nature or form of the business conducted. 

Section 8. No member of the trade shall brand or mark or pack any goods in any manner which is in- 
tended to or does deceive or mislead purchasers with respect to the brand, grade, quality, origin, size, sub- 
stance, character, nature, finish, material content or preparation of such goods. 

Section 9. No member of the trade shall defame a competitor by falsely imputing tohim dishonorable 
conduct, inability to perform contracts, questionable credit standing, or by other false representation, or by 
falsely disparaging the grade or quality of his goods. 

Section 10. No member of the trade shall secretly or otherwise offer or make any payment or allowance 
of a rebate, refund, commission credit, unearned discount or excess allowance, whether in the form of money 
or otherwise, nor shall a member of the trade secretly or otherwise offer or extend to any customer any special 
service or privilege not extended to all customers of the same class, for the purpose of influencing a sale. 

Section 11. All contracts for retail feed sales for future delivery beyond sixty (60) days from the date 
of sale shall be in writing at a specified named price and accompanied by a minimum deposit of at least ten 
(10) per cent of the amount contracted to be paid. On all such contracts for delivery beyond sixty (60) days 
from the date of sale, either on the original contract or the extension thereof, a carrying charge of twenty-five 
(25) cents per ton for each fifteen (15) days, or portion thereof, shall become due and payable. 

Section 12. No member of the trade shall willfully induce or attempt to induce the breach of existing 
contracts between competitors and their customers by any false or deceptive means, or interfere with or ob- 
struct the performance or any such contractual duties or services by any such means, with the purpose and 
effect of hampering, injuring or embarrassing competitors in their business. 

Section 13. Retail prices and terms of sale of the principal items of feed (said items to be designated by 
re Authority) shall be posted in conspicuous places, readily accessible to all buyers, wherever feed is 
sold at retail. 

Section 14. Each retail sale of two (2) dollars or more, and each sale by a warehouse distributor, shall be 
accompanied by an invoice stating the name of the buyer, date of sale, name and address of seller, quantity 
and kind of commodity sold and the price. 


Article VIII—Export Trade 


Section 1. No provision of this Code relating to prices or terms of selling, shipping or marketing, shall 
apply to export trade or sales or shipments for export trade. 


Article IX—Modification 


Section 1. This Code and all the provisions thereof are expressly made subject to the right of the Presi- 
dent, in accordance with the provisions of sub-section (b) of Section 10 of the Act from time to time to cancel 
or modify any order, approval, license, rule or regulation issued under Title I of said Act. 

Section 2. Such of the provisions of this Code as are not required to be included therein by the Act 
may, with the approval of the Administrator, be modified or eliminated in such manner as may be indicated 
by the needs of the public, by changes in circumstances, or by experience. All the provisions of this Code, 
unless so modified or eliminated, shall remain in effect until June 16, 1935. 


Article X—Monopolies 


No provision of this Code shall be so applied as to permit monopolies or monopolistic practices, or to 
eliminate, oppress, or discriminate against small enterprises. 


Article XI—Price Increases 


Whereas the policy of the Act is to increase real purchasing power will be made more difficult of consumma- 
tion if prices of goods and services increase as rapidly as wages, it is recognized that price increase except such 
as may be required to meet individual cost should be delayed, but when made such increases should, so far 
as possible, be limited to actual additional increases in the seller’s costs. 


Article XII—Effective Date 
This Code shall become effective on the second Monday after its approval by the President. 
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Vitality Feeds 


COMPLETE 
LINE OF 


FINEST QUALITY 


FEEDS 


*, Made Right -- Priced Right .° 


If not sold in your town write for 
our agency proposition. 


Vitality Miles 
BOARD OF TRADE BLDG. 
CHICAGO 


Lite of The Ration 


NOPCO XX, Vitamin D Concentrate Cod 
Liver Oil is the life of the poultry feed ration. 
Thousands of flocks are thriving and making 
money for their owners. By actual test in the 
feeding lot NOPCO has proved to be the most 
economical and best oil to use. 


We can also supply you with... 
Malt Sprouts, Mill Feeds, Oil Meal, 
Onyx Dried Grains, Brewers Dried 
Grains, Corn Oil Cake Meal, Clinton 
_ Gluten Feed and All Grades of 

rain. 


Calf Manna— 
A SUPERIOR CALF RATION. 


Ask for particulars. 


U. S. Patent No. 1,678,454 


DONAHUE-STRATTON COMPANY 


414 MITCHELL BLDG. MILWAUKEE 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


iT ALK ABOUT BAGs! 


(Quoted from Customers’ Letters) 


‘‘Thank you for your 
cooperation in taking care 
of things in the fine manner 
in which you do, and we 
trust you will get the 
balance of the — bags to 


99 
us as soon as possible”’. 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


——{WERTHAN]—— 
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Uniform FINE GROUND GRAIN 
SCREENINGS. Protein 14%. 


FINE GROUND GRAIN SCREENINGS 
Mixed with 20% Pure Cane Molasses. 
Protein 13%. 


S S 
C C 
R R 
FEEDING OAT MEAL, Fine Ground 

E Minimum Protein 15%, Fat 5%, Fiber c 
E E 
N N 


3.9%. 


All of the above items are packed 
in 100 lb. burlap. 


GRAIN SCREENINGS, 
Weight 26 Ibs. to 30 Ibs. 


BULK. Test 


FINE SEED SCREENINGS, BULK. Test 
Weight 38 Ibs. to 45 Ibs. 


A Screenings base Dairy Ration will supply i 
j your trade with a quality Feed for Milk Pro- 
duction at a Lower Price than any other 
ingredient. 


N 


N Samples mailed and prices quoted 
on request. 


WHITE GRAIN COMPANY 
DULUTH, MINN. 
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Lem Jones Convinced That It Pays 
To Attend Farm Auctions 


Collects Old Account and Sells Feed 


ICKEY, freckled office boy of 
M the Hickory Grove feed store, 

brushed his way into the office 

almost obscured by a large 
poster which he carried. 

“What in blazes have you got there 
now?” exclaimed Lem Jones, proprie- 
tor, looking up from his desk. 

“It’s a poster telling about the auc- 
tion sale at Bill Smith’s farm,” replied 
the boy as he proceeded toward the wall. 

“Take that and get out. There are 
enough silly calendars and things clut- 
tering up this office now,” exploded 
Lem Jones. “You could spend your 
time better by cleaning up that bin in 
the rear of the warehouse.” 

Mickey was plainly disappointed. 

Mickey Meets Rebuff 

“But, Mr. Jones,” he pleaded. “All 
the farmers who come into the store 
are interested in an auction. I think 
you should go to the auction too be- 
cause you can meet a lot of our cus- 
tomers and probably you can make a 
couple of feed sales.” 

“For the thousandth time, Mickey,” 
countered the aggravated proprietor, “I 
am telling you to let me run my own 
business. What good does it do me to 
go to that auction? I’m not buying 
any of that junk. I am in the business 
of selling feeds.” 

Completely squelched, Mickey saun- 
tered back into the warehouse to resume 
his task of sweeping the premises of 
refuse accumulated for several weeks. 

“Gee,” he murmured to Spot, the 
warehouse cat, crouched in anticipation 
before a hole in the wall, “I wish the 
boss would think of something else be- 
sides those bad accounts and the drop 
in the market and stop takin’ it out 
on me.” 

Spot, with a friendly flick of her tail, 
agreed. 

The day of the farm auction arrived 
and Mickey still harbored a hope that 
the boss would change his mind. But 
a glance at Lem Jones rustling a heap 
of papers on his desk in sheer conster- 
nation convinced him thoroughly that 
there would be no sojourn to Bill 
Smith’s farm. 

Telephone to Rescue 

The jangle of the telephone disturbed 
the silence of the office. 

“Hello,” drifted a voice over the wire. 
“This is Charlie Robinson up on the 
Pike road past Bill Smith’s place. I’m 
having trouble with my flock of chicks 
and I wish you would come over and 
see if you can tell what’s wrong. Don’t 
know if it’s the feed or some kind of 
a disease. You'd better make it this 
morning because I want to go to the 
auction this afternoon.” 

“All right, Charlie,’ returned Lem 
Jones, “I’ll hop in my car and drive 
right over.” 

Mickey perked up his ears at the 
words. 

“Don’t you think I’d better go along, 
Mr. Jones?” he asked, “You might have 
trouble with that left rear tire again 
and besides I can deliver that order of 
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garden seeds to Mrs. Bartell on our 
way over the hill.” 

“Well, you won’t be doing much here 
while I’m gone so you might as well 
trail along,” the proprietor consented as 
Mickey smothered a smile of satisfac- 
tion. 

Over the gravel roads leading to 
Charlie Robinson’s farm clattered the 
Hickory Grove feed store Ford, while 


Grove, like other practical 

feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
published in future issues of 
The Feed Bag. Watch for 
them. 


Lo JONES of Hickory 


Mickey commented on the condition of 
the crops as the fields rolled by and 
Lem Jones sat in silence. 

Lem Locates Trouble 

The task at the Robinson farm was 
simple. Lem Jones found the flock of 
chicks crowded into an_ unsanitary 
brooding house with hardly a ray of 
sunlight streaming into interior. 
The farmer readily consented to build- 
ing a larger house allowing for more 
light and after a handshake and parting 
greetings Mickey and his boss departed 
for their return to the store. 

As they turned out of the Robinson 
vard Mickey observed a large crowd 
gathered before the Bill Smith home. 
An auctioneer mounted on a barrel was 
gesticulating and shouting loudly as he 
endeavored to obtain higher bids. Sud- 
denly, there was a rumbling sound and 
the Ford swayed and jolted madly. 
Smack in front of Bill Smith’s yard the 
left rear tire went flat! Lem Jones 
extricated himself from behind the 
wheel and emitted a long string of cuss 
words that made Mickey’s ears ring. 

“Well, he said, “I guess there isn’t 
anything else to do but put on that 
spare.” 

“T can take care of that, boss,” offered 
Mickey. “Why don’t you join the 
crowd in the yard and see what’s going 
on? 
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“Oh, all right,” consented Lem, in- 
wardly pleased with being relieved from 
changing the tire. 

Mickey Keeps Secret 

He sauntered toward the auction, 
while Mickey busied himself in extri- 
cating the tools from the car. A full 
hour passed before the Hickory Grove 
feed store proprietor returned and he 
was in an unusually cheerful mood. 

“Say, Mickey,” he spoke as the pair 
rolled back to town. “You know this 
dead beat Hank Bolton who owed us 
for feeds for a couple of years? Well, 
I saw him bid on a hay rake and pay 
cash for it and after the deal was closed 
I walked up to him and he paid me 
$10.00 on account. And I got a couple 
of nice orders for feed which goes to 
prove that a bad break like a flat tire 
isn’t always bad after all.” 

“You’re right, Mr. Jones,” = said 
Mickey. “And while you were talking 
to the farmers I took down the names 
of all those I knew who bought some- 
thing and paid cash. They ought to be 
good prospects to see next week, be- 
cause they ought to have money to buy 
feeds.” 

“Good _ idea,” complimented Lem. 
“It’s funny we didn’t think about these 
farm auctions sooner.” 

“Never too late to learn, Mr. Jones,” 
declared Mickey, as he chuckled, think- 
ing of the trick he had pulled in tam- 
pering with the valve of the tire on 
Charlie Robinson’s farm so that it 
would go flat in front of the auction. 

“That,” he said to himself, “will be 
a good one to tell Spot.” 


FRANK BROBST, of the Chicago 
office of the Health Products Corp., 
Newark, N. J., returned April 20 from 
a business trip which kept him on the 
West coast for several weeks. Frank 


reports that his trip was very success- 
ful. 


D. D. DAVIS, general sales manager 
and Frank Fader, advertising manager 
of the National Oil Products Co., Har- 
rison, N. J., spent several days in Chi- 
cago and Kansas City the latter part of 
April. Mr. Davis returned East, stop- 
ping at Pittsburgh and Philadelphia en- 
rcute, while Mr. Fader leit for the 
Southwest where he was to spend about 
two weeks making a survey of the pos- 
sibilities of increasing Nopco sales in 
that territory. 


COD LIVER OIL EXEMPT 

By a special amendment introduced 
on the floor of the United States senate, 
cod oil and cod liver oil were exempt 
from the internal revenue bill recently 
proposed. Had the tax gone into effect 
it would have resulted in an increase 
of 23 cents a gallon on imported oil 
and made it necessary for manufacturers 
of poultry feeds containing cod liver oil 
to increase their price about 50 cents 
per ton. 
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G. A. Haertel Still Going Strong 
Aiter 50 Years in Business 


Four Sons Follow in His Footsteps 


LD friends, business associates 
O and customers banded together 

at a dinner recently to honor G. 

A. Haertel, Minneapolis, owner 
of the G. A. Haertel Feed Co. The 
dinner formed the background for the 
presentation of a token of remembrance 
to Mr. Haertel from his host of friends 
in North Minneapolis. 

Fifty years in the feed business in 
the same locality has brceught success 
to Mr. Haertel and to his four sons 
who are all associated with him in the 
feed business or in affiliated enterprises. 
Mr. Haertel is still active in the busi- 
ness. 

Delving into the experiences Mr. 
Haertel has had in the past years one 
finds that lots of work, a little luck 
and a real sense of honesty are the 
contributing factors to the growth of 
his business. His basic understanding 
of good credit and the vse of it has 
aided greatly in keeping his business 
going through fires, depressions and 
generally hard times. 

Mr. Haertel was born in Germany in 
1856 next door to the mill which his 
father owned. He served his time as 
an apprentice miller in a very modern 
plant near Heidelberg and he still takes 
great pride in the fact that the mill in 
which he was employed took first prize 
for their farina at one of the Mannhiem 
fairs. Following his years of appren- 
ticeship, during which his working 
hours were 4 a. m. to 10 p. m., Mr. 
Haertel took to the creeks and rivers 
of his native Germany to become a 
journey-man miller, to learn the ways 
of other folk and to store up knowledge 
of the milling business. During these 
years he watched the parade of burrs 
pass by, watched the introduction of 
the new Swiss rolls, enrolled and served 
his time as a German Uhlan, was hon- 
orably discharged from the army and 
came to this country when he was 27 
years old. He settled in Minneapolis 
in 1884 and took employment with the 
Oswald Milling Co., which was located 
within a block of his present business. 
He worked for the Oswaid company for 
three years before branching out in the 
feed business. 

One year after he had organized his 
feed company his entire store was des- 
troyed by fire. Even the money he had 
saved was burned and Mr. Haertel was 
left alone in a strange country with 
enly the clothes on his back and two 
rusty old horses. Within a few weeks 
he was hard at work rebuilding what 
the fire had destroyed. it was at this 
time that he became affiliated with an- 
other man who wanted to enter the feed 
business. This partnership lasted a 
year and then Mr. Haertel bought out 
his partner. 

His reputation for honesty and fair 
dealing, earned in the year he had been 
in business, was a real asset to him 
following the fire and he received back- 
ing from the Thomson North Star mill 
to the extent of a fully stocked feed 
store. Within a year he had cleaned 
out practically all of his past indebted- 


The feed business is in the Haertel blood as attested by the fact that four sons have 


chosen the trade in which their zenuer bee Some engaged for the past 50 years. 


right are Walter, Oscar, G. A. Jr. an 


Se. 


Left to 
n the foreground is John Stockton, 


son of Oscar, who hasinclinations of carrying the feed business into the third generation. 


ness and was building a business that 
has stood until this day as a tribute tc 
the sound building of its founder. 

The Gold Medal brands of Washburn 
Crosby Co., Minneapolis, are prominent 
on the shelves of Haertel’s store. Ina 
recent check-up made by Walter Haer- 
tel, a son, it was found that G. A. Haer- 
tel Feed Co. is one of the oldest ac- 
tive accounts on the books of the Wash- 
burn Crosby Co. G. A. Haertel was 
one of the first customers of the Albert 
Dickinson Co. and the Northrup, King 
& Co. when they started to merchandise 
a line of mixed feeds in this locality. 

Customers of the G. A. Haertel Feed 
Co. are well satisfied with the way they 
are dealt with as can be attested by the 
fact that more than 90 per cent of them 
have been on the books better than 25 
years. Most of the families are in the 
second generation with the prize ac- 
count showing the third generation of 
a ied doing business with Mr. Haer- 
tel. 

Feed business is in the Haertel blood 
with Walter Haertel, G. A. Jr., Oscar 
and Ray, the four boys, either directly 
interested in the feed business or some 
affiliated industry. Walter and G. A. 
Jr., more familiarly known’ as “Put”, 
and Ray for a time ran a chain of small 
feed shops that ultimately passed into 
the hands of a large feed and flour 
company to form the nucleus for a large 
chain. “Put” is actively interested in 
the management of the G. A. Haertel 
Feed Co. while Ray and Walter are 
temporarily affiliated with outside lines. 
Oscar Haertel is associated with the 
Hiawatha Grain Co., in the capacity of 
secretary and is actively interested in 
the feed and grain business in Minne- 
apolis. 
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When asked if he would like to start 
all over again Mr. Haertel said, “I 
would not like to do it again. I had 
tco much fun the first time and it would 
probably be spoiled by repetition.” He 
also said, “If you ‘work with pleasure’ 
you will always find a job ready and a 
happy life.” 


AAA PAYMENTS 


Rental and benefit payments totalling 
$170,702,687 had been distributed to 
1,862,532 farmers participating in the 
wheat, cotton and tobacco adjustment 
programs of the Agricultural Adjust- 
ment Administration up to April 1 this 
year, according to the United States 
department of agriculture. In addition 
to rental and benefit payments, expendi- 
tures of $52,346,622 for surplus removal 
operations involving wheat, hogs and 
dairy products and expenditures of $11,- 
696,150 for administrative expenses 
were shown by the report. 


FARM INCOME UP 

Decided increases in cash farm in- 
come for the first quarter of 1934 as 
compared to the same period in 1933 
are reported by the United States de- 
partment of agriculture. Farmers in 
March this year received $408,000,000 
from the sale of farm products and 
$9,000,000 in rental and benefit payments 
from the AAA, making a total of $417,- 
000,000. Cash income in March of last 
year was $275,000,000. Total cash re- 
ceived by farmers for the first three 
months of 1934 was $1,312,000,000, of 
which $97,000,000 came from the AAA. 
Income for the first quarter of 1933 
was $873,000,000. 
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If you practice 
what you preach, your preachin’ 
carries more conviction. Now take 
these Armour Animal and Poultry 
Feeds. I feed them right on my 
own farm—know exactly what 
they'll do. And when | tell a 
farmer he'll get more eggs and 
milk by using Armour, | know he'll 
get them. And | know that when 
he runs out of Armour, he'll be 
back for more. 


Armour’s Animal and Poultry Feeds 
are good, honest supplements. They 
help make more eggs and milk and 
meat because they supply the nu- 
trients that home grown feed lacks. 
When you sell Armour’s, you don’t 
just make a sale. You make a 
customer. 


We invite you to stock the Armour 
line. To get full advantage of the 
Armour dealer helps and the Armour 
reputation for fair dealing. To get 
your full share of Armour quality 
and service. 


The Armour prices are always right. 
Write today for full particulars. 


ARMOUR 
COMPANY 


Dept. C, Union Stock 


Yards .. Chicago, Ill. 


PLANTS CONVENIENTLY LOCATED 
FOR PROMPT DELIVERY 
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Northrup, King & Co. 
Fifty Years Old 


Northrup, King & Co., Minneapolis, 
Minn., this year is celebrating its golden 
anniversary in business. 

In honor of the occasion a large 
broadside outlining a brief history of 
the firm and picturing the operating and 
managing staff was recently issued. 

Northrup, King & Co. was founded in 
1884 by J. E. Northrup and Charles 
P. Braslan, with a small seed store at 
22 Hennepin avenue, Minneapolis. A. 
H. Goodwin was admitted to member- 
ship in the firm in 1887. The progress 
of the company was rapid and the small 
store which marked its beginning has 
teday grown to a large establishment 
covering nearly 15 acres of floor space. 


Ig addition to its seed business the 
company handles a complete line of 
feeds. Present officers are C. C. Massie, 
president; L. M. King, vice president 
and treasurer, and C. A. Burnham, sec- 
retary. C. N. Barrett is manager of 
the feed department. 


R. H. SWARTZ has opened a feed 
store at Kent, Ohio. 


G. C. KING has opened a feed store 
at Atlantic, Ia. 


SINGLE MEN WIN 

Single men of the Milwaukee Grain 
& Stock Exchange defeated the mar- 
ried men, 14 to 9, in a baseball game 
played at the lake front, Milwaukee, 
Thursday afternoon, May 3. The van- 
quished husbands are now asking for 
a return game. 


DALY 3030, Milwaukee, is the telephone 
number of the Paetow Co. 
or write for our quotations on Feed, Grain 
and Screenings. 


THE PAETOW CO. 


MILWAUKEE, WISCONSIN 
CLARENCE MOLL, Manager, Feed Depariment 


Phone, wire 


WE SPECIALIZE IN 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 
A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 
(A Most Profitable Base for Feed Manufacturers) 
ALL TYPES 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


OF SCREENINGS 


USED 


BURLAP 


AND 


COTTON 
BAGS 


ESTABLISHED 


1889 


FOR 
INDIVIDUALITY 


ALL BAGS VACUUM CLEANED 


TWINE 


WE BUY 


FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 
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Henricksen Holds His Customers 
By Close Personal Contact 


Never Hesitates to Do a Good Turn 


MAKE such good friends of 
my competitors they can’t 
stand it,” says C. A. Henrick- 


sen, feed, seed and poultry sup- 
ply dealer, Newburg, Ohio. 

During the 25 years of his business 
experience, Mr. Henricksen has been 
making friends of everybody he meets, 
including competitors, to his immense 
profit. His home is the show place of 
Newburg. 

“When a competitor moves in with 
the announced intention of ‘cleaning me 
out’ as they have time and time again 
my first move, with all kindness, is to 
go out and meet him, welcome him to 
our business community and offer him 
my hearty cooperation. And I actually 
mean it. Any feeds, seeds or other 
stock I have which he needs, I sell to 
him at cost. In general, I make it a 
point to be such a good, genuine friend 
that he just can’t bear to fight me. 

Chain Competition 

“T know that the chain store com- 
petition, particularly in the larger com- 
munities, is a different thing because of 
price slashing and specials. The remote 
management is impervious to breaking 
down unfair tactics but friendship can 
be exercised on the other side of the 
fence—the consumer’s side—with equal- 
ly good effect. 

“The trouble is that the average 
dealer can see nothing but the price 
cutting. When the chains persist in 
advertising and selling scratch feed, for 
instance, without profit as they do in 
my community, all right enough. To 
my mind the first requisite for any busi- 
ness man to keep in mind is to make 
a profit. He has to be able to recog- 
nize what a profit is and make it if he 
wants to continue in business. It is 
all right for the chains to lose money 
on one item to sell others on which 
they make money but for the average 
independent dealer to try to compete 
with them on such a basis is extremely 
hazardous, 

Dealer Is Specialist 

I prefer to keep my mind clear of 
such worry and concentrate on phases 
of business in which I have advantages 
ever them. I know they don’t have 
owner-management and the personal in- 
terest in the business that goes with 
owner-management. That is the first 
thing to my advantage. 

“Next, their clerks cannot be expected 
to know as much about feed and seed 
as I know. I am a specialist in feed 
and seeds and it is my business to have 
a broader, more exact knowledge of 
these lines than it is probable a general 
store manager could possess. 

“My method based on these points 
is to tell my customers frankly to go 
down to the chain store to buy their 
scratch feed but by all means to come 
back to me for their mash. I admit 
to them that I can’t meet the prices 
of the chains and I tell them why. But 
I conscientiously advise that they use 
a good mash to be on the safe side. 

“Nine times out of ten I also sell 


these customers scratch feed. But it 
is perfectly all right with me if they 
want to take advantage of the chain 
store’s donations as long as I get the 
mash business which is steady through- 
out the laying period and much more 
profitable to me. Incidentally, I tripled 
my mash business this past winter as a 
result .of such concentration on it. 

“Now, my advice which enables me 
to carry sufficient weight with custom- 
ers to keep their entire business or at 
least everything except what the chains 
want to give away without profit, is 
based entirely on friendship. And I 
mean the kind of friendship resulting 
from honest, fair dealings, a thorough 
knowledge of customers’ problems and 
a sincere desire to be helpful both in 
business matters and-in personal con- 
siderations. 

“The majority of my customers live 
within a radius of 30 miles of Cleveland 
although many come from as far away 
as Pennsylvania and other distant 
points. Today I am serving the second 
and third generation of customers I 
had when I started in business. And 
I take the same interest in the personal 
as well as business affairs of the chil- 
dren as I did of their parents or grand- 
parents. And they know it.” 


Did a Good Turn 

An excellent example of Mr. Hen- 
ricksen’s personal interest and genuine 
friendship given to customers is seen in 
an incident he related of a farmer who 
had been a patron for a number of 
years. All of a sudden everything 
began cracking up for him. 

A new baby died. The mother fol- 
lowed, leaving five other children—the 
two eldest a boy and a girl around 18 
or 19. The father’ began going in debt 
and had to move off his farm. He had 
little credit but Henricksen helped him 
get another farm and also supplied him 
with feed. One night in the early fall 
a few months later a team of horses, 
a cow and a number of chickens were 
stolen from him. 

That was the last straw. The father 
left the children alone to go to Detroit 
to look for work. Neighbors became 
concerned over the children being left 
alone and started action to have them 
put in the children’s home. The oldest 
boy came in to see Henricksen late one 
night and asked to borrow money to 
buy an old horse. He said he had one 
horse but needed a team. 

Next day Henricksen heard that the 
boy had loaded up the wagon that night 
with the children and their few belong- 
ings and left for parts unknown. About 
the middle of the next spring the boy 
came in the store beaming broadly. He 
asked for a lot of advice on seeds, fer- 
tilizer and so on and bought quite a bill 
of goods for which he paid cash to- 
gether with the return of the loan for 
the horse. He told about their sudden 
departure. They had started out toward 
Pennsylvania and kept going until they 
found an empty farm house where they 
just moved in, boarded up the broken 
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windows and made themselves at home. 

Incidentally, the farm which had been 
idle for a couple of years, belonged to 
a Cleveland man who wasn’t aware of 
their presence until he visited the place 
late in the winter. They had fixed 
things up so much that he told them 
they could stay, that he would put glass 
in the windows and help them do some- 
thing with the farm. When the boy 
left Henricksen’s store he promised to 
pay back his father’s debt. 

Personal Interest Counts 

“No, son,” said Henricksen, “you 
don’t owe me a cent. I’ve burned the 
records along with about $1,500 in other 
unpaid bills that I didn’t want to col- 
lect. You’re starting out fresh.” 

You can’t doubt the everlasting 
friendship of that family for Henrick- 
sen, nor could any new competitive 
= win their business away from 
im. 

When this reporter entered Henrick- 
sen’s store there was a middle aged 
crippled woman buying seeds. She 
hobbled around rather actively on a 
crutch. When she left, Henricksen 
said, “I remember when she lost her 
leg on the railroad as a child. Her 
parents were customers of mine. Now 
she has four children and is one of my 
best customers. 

“It is the little personal things you 
remember about people that helps win 
and keep their friendship. If I had a 
business in a smaller community I 
would try to call every person by name 
and know something about each one to 
miention such as the loss of a horse, a 
fresh cow, one of their crops, health of 
some member of the family and so on. 

“You have to know, like and be a 
friend of people to win their confidence 
and their business as well as you have 
to know your merchandise and know a 
profit when you see it.” 

Henricksen writes down in a note- 
book he keeps on the counter the name 
and date of visit of every customer. 
He adds new ones to a mailing list 
which now numbers 10,000 customers. 
Three seasonable mailings a year go out 
to this list. They consist of advertis- 
ing literature supplied by various manu- 
facturers and often contain a personal 
letter signed by Henricksen. 

“It is the next best thing I know 
to a picnic,” says Henricksen, “as a 
mieans of keeping up personal contact. 
And you can’t be a friend without per- 
sonal contact of some form.” 


WILLIAM GEERING is the new 
manager of the Algona, Ia., office of 
the W. M. Bell Co., Milwaukee, accord- 
ing to an announcement by Robert M. 
Bell. 


PAYS IN SILVER 
New Richmond Roller Mills Co., New 
Richmond, Wis., paid its men for the 
latter half of April in silver. More than 
3,000 silver dollars were distributed and 
a special shipment of 200 pounds was 
made to the company for the purpose. 
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The fact that Farmers like 
RED ROSE POULTRY FEEDS 


means dollars to you 


Good will—built by 90 years of fair dealing with 
farmers, works mightily in favor of Eshelman 
dealers. Feeders know these good brands; they 
come back to you for new supplies year after year. 
Put in the Red Rose line for more profits. 


JOHN W. Eshelnan & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA., CIRCLEVILLE, O. 


<a ‘‘All your needs in grain and feeds’’ E 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, Ia.........................- Gluten ood 
VANDERSLICE-LYNDS CO,, Kansas City, Mo................... Milo and teaitir 
FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 
JOHN F. CRAIG & COMPANY. Philadelphia, > eee Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Oyster Shells 
THREE MINUTE CEREALS CO., Cedar Rapids, Ia...................... Oatfeed 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal...Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION............... CLO-TRATE Cod Liver Oil 
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LOOK FOR THE TARGET 


Staleys 


Branded Feeds 
Easily Made 


Make feeds in your own mill 
that produce outstanding re- 
sults—feeds your customers 
like and come back for, and 
tell their friends about. 


You can make these branded 
feeds from farm grains and 
Murphy’s Poultry Supple- 
ment at low cost. Put them 
out under a nationally known 
trade name at a real profit 
for yourself. 


Corn Gluten Feed 


Contains the Gluten Meal 
Exceptionally High in Protein 
Outstanding in Color 


There is money to be made 
in selling high quality feeds 
at low prices in your com- 
munity. You can cash in 
on this by doing your own 
mixing and thereby cutting 
costs and overhead. Write 
today. 


May we send sample and quote price? 


Stacey Sates Corporation 
DECATUR [Feed Division] INOIS 


Murphy Products Co. 


Burlington, Wis. 
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Rooster Contest Packs 
In Customers 


Hines Mercantile Co., Cumberland, 
Wis., was virtually over run with cus- 
tomers and prospects recently as a re- 
sult of a rooster contest which the firm 
conducted. 

Two birds were put on a 24 hour fast 
and persons over 16 years old were in- 
vited to guess the number of kernels 
each of the chanticleers would eat in a 
half hour. 

One of the roosters ate 435 kernels 
in 30 minutes and the person who won 
the prize guessed 433. The other bird 
guzzled 185 grains of corn and three 
persons guessed the exact number. Each 
of them was rewarded with prizes in 
merchandise. 

In addition to attracting a large crowd 
to the store, the contest resulted in a 
large volume of orders for feed and 
other farm supplies. 

The company expects to hold another 
guessing contest in the near future and 
will award a sack of flour to each win- 
ner. 


Bartlett-Frazier Buys 
Shaffer Grain Co. 


J. C. Shaffer Grain Co., Chicago, with 
branches at St. Louis, Mo., and Peoria, 
Rochelle and Sheldon, Ill., has been 
purchased by the Bartlett-Frazier Co., 
Chicago. 

C. H. Williamson, manager of the St. 
Louis office of the Shaffer company, will 
be in charge of the cash grain and feed 
and millfeed futures department tor 
Bartlett-Frazier. 

The recent purchase greatly augments 
the facilities of the Bartlett-Frazier Co. 
which now operates in Illinois, Indiana, 
Missouri, Nebraska, Iowa and Wiscon- 
sin with grain storage capacity in excess 
of 10,000,000 bushels. 


MRS. LOUIS LA BUDDE, Elkhart 
Lake, Wis., mother of Roy and Edward 
La Budde, La Budde Feed & Grain 
Co., Milwaukee, passed away at her 
home May 3, following a long illness. 
She was 77 years old and had been 
married for 58 years at the time of her 
death. 


ILLINOIS 

Farmers Feed & Supply store, De 
Kalb, is enlarging its headquarters to 
accommodate increasing business. 

Charles Narup has purchased the feed 
and poultry business formerly operated 
by Frank Rosenthal at Fieldon. 

F. D. Rogers Co., Elgin, Ill., held 
its formal opening April 19, 20 and 21 
and had on display a complete line of 
feeds and poultry supplies. 

W. D. Davidson, Duquoin, has sold 
his feed business to Nathan Malnak. 

Ralph Moellring, Clayton, has pur- 
chased the feed business operated by 
Dotson Scoggans at Timewell. 

Hankins Bros. recently purchased the 
Travelsteads feed store, Marion, and 
will operate it in connection with their 
present establishment. 

Cary Maulding, well-known feed and 
grain dealer, Dahlgren, died recently at 
his home from a complication of dis- 
eases. 

Cornell Farmers Grain Co., Cornell, 
is retiring from business and dissolving 
the corporation. 
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Charles Waldron Dies 
Of Heart Attack 


Charles M. Waldron, president, 


Sprout, Waldron & Co., Inc., Muncy, 
Pa., died suddenly at his home, April 
22, following a heart attack. 

Mr. Waldron was a son of John 


Charles M. Waldron 


Waldron, one of the founders and for- 
mer head of the firm. His entire life 
was devoted to the services of the com- 
pany. He received his early training 
in the engineering department and on 
the road as a sales engineer and for 20 
years devoted his time to sales promo- 
tion and production work which made 
him thoroughly familiar with every 
phase of the business. 

Sprout, Waldron & Co. is well- 
known throughout the industry as a 
manufacturer of feed and milling ma- 
chinery, and Mr. Waldron leaves a host 
of friends in the trade who mourn his 
passing. 


FEED PRODUCTS CORP., Buffalo, 
N. Y., which was recently organized, 
has begun the manufacture of feeds. 
Raymond J. Davies, president and gen- 
eral manager of the new firm, was for- 
merly general manager of Buffalo Meat 
Products, Inc., and Charles H. Collard, 
secretary and treasurer, previously man- 
one the American Terminal Ware- 

ouse. 


BUFFALO EXCHANGE 

J. J. Rammacher, vice president and 
treasurer, Eastern Grain & Elevator 
Corp., Buffalo, N. Y., was reelected 
president of the Buffalo Corn Exchange 
at a meeting held April 10. Other of- 
ficers chosen were J. B. Stouten, Lewis 
Grain Corp., vice president; Thomas C. 
O’Brien, Superior Elevator & Forward- 
ing Co., treasurer, and Fred E. Pond, 
secretary and assistant treasurer. New 
directors elected for a three year term 
were Max Cohn, Sunset Feed & Grain 
Co.; John G. Howell, Standard Milling 
Co., and Fred G. Krueger, Pillsbury 
Flour Mills Co. 


Cash Feeds In Any Quantity 


® Specializing in Millfeed Futures or Options 
Trading in both Kansas City and St. Louis 
Markets ® Prompt Action ® Courteous Treat- 
ment Assured ... 


DREYER COMMISSION Co. 
ST. LOUIS, MO. KANSAS CITY, MO. 
**At It Since ’92’’ 


All poultry rations should include liberal quantities of 
DAIRYLEA DRIED SKIM MILK. Also good in all 


rations for calves, poultry and swine. Carried by 
principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


Dairymen’s League Co-Operative Association, Inc. 
11 West 42nd Street - New York, N. Y. 


Girt 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 

Let us include MINNESOTA GIRL 

FLOUR in your next car of 
@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 
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CLASSIFIED 


Service department for our read- 


ers. Low Rates: 


25c per line; 
minimum $1.00. 


KNOW YOUR FEEDS 

The ‘Bible’ of the feed industry, FEEDS 
AND FEEDING, by Henry and Morrison, is the 
one book every feed man should own. The price is 
$4.50 per copy or $5.50 with a full years sub- 
scription to this publication. Send check with 
order and we will pay postage. THE FEED 
BAG, 210 East Michigan street, Milwaukee, Wis. 


WANT MORE CUSTOMERS? 


Let us send you a sample of an advertising paper 
(house organ) we are getting out for several feed 
dealers. Their businesses are increasing and we 
have a plan which will also help yours. State 
size of your mailing list. No_ obligation. 
EDITORIAL SERVICE CO., 210 East Michi- 
gan street, Milwaukee, Wis. 


INDIANA 

W. E. Johnson has opened a feed 
store, grocery and meat market at 
Farmersburg. 

B. & B. Feed & Coal Co., Farmland, 
is remodelling its office and installing 
new seed bins. 

Elmer H. Bailey, proprietor, Versailles 
Feed Co., Versailles, has purchased the 
feed business at Benham from Lee 
Hyatt and will operate it as a branch 
of his present plant. 

R. L. Beavers is opening a feed de- 


Deutsch & Sickert Co. 


Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

2 Corn Exchange Bldg. 
APOLIS, MINN. 
“Stand by Stan’’ 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother’s Best Fiour 


Established 1892 


FRANKE GRAIN CO. 


incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


DEPENDABLE 


GRAIN - COMPANY 
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partment in connection with his store 
at New Castle. 

R. P. Moore Milling Co., Princeton, 
was destroyed by fire, April 19. 

Charles W. Brizius Co., Evansville, 
is enlarging its feed store and ware- 
house. 

P. E. Goodrich, Goodrich Bros. eleva- 
tor, was slightly injured recently in an 
automobile accident at Fort Wayne. He 
was accompanied by his wife who also 
escaped without serious effects. 

Coatesville Elevator & Feed Co., 
Coatesville, is constructing a new of- 
fice building and adding new equipment 
to its plant. 

Cayuga Milling Co., Cayuga, has been 
incorporated with a capital stock of 
$20,000. Incorporators are Charles. 
Sara and Daise Hosford and Lenore 


SUPERIOR 
GROUND FLAX 
SCREENINGS 


WHOLE OAT 
GROATS 


STEEL CUT OATS 
FEEDING OAT MEAL 
FEEDING ROLLED OATS 
Ask for Samples and Delivered Prices 
Ground Screenings for Mixers 
a Specialty 


Fruen Milling Company 
Glenwood and Thomas Aves. 
MINNEAPOLIS, MINN. 


(High Vitamin) 


COD LIVER OIL 


Inquiries solicited on above from 
Western, Southern Jobbers, Brokers, 
Sales Representatives, Retailers 


FOX CO., Importers, NEWFIELD, N. J. 
Established 1888—45 years of reliability. 


H. Johnson. 


EXCELSIOR MILLING 
COMPANY 


MINNEAPOLIS MINNESOTA 
Specialty Millfeeds 


CAMEL 
ZEBRA 
JUMBO 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Hold Your Horses 
BUT 
SEND YOUR TRUCKS 


To our warehouses for ton lots of 


Armours Meat Scraps 
Dried Buttermilk 
Charcoal » Grit 

Mill Feeds » Grain 


3328 West Cameron Ave. % 1637 South 83rd 
North Milwaukee West Allis 


FEED SUPPLIES, INC. 
MILWAUKEE, WIS. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstasiisHep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
Puone | 0 76 MILWAUKEE 
Broapway WISCONSIN 
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WALTER C. STEPHAN, vice presi- 
dent, Northwest Feed Dealers associa- 
tion, has disposed of his interest in the 
Grantsburg mill, Grantsburg, Wis., and 
is now confining his efforts to the Fred- 
eric Milling Co., Frederic, Wis. 


ALBERT LEA FOOD Products 
Co., has purchased the plant of the 
Albert Lea Milling Co., Albert Lea, 
Minn. Approximately $60,000 will be 
spent in improving the mill and the 
new owners will manufacture a line of 
food products. 


WILLIAM J. MARTIN, manager, 
Freihofer Flour Mills, died at his home 
in Davenport, Ia., April 11. He was 
73 years old and was associated with the 
firm, which was formerly known as the 
Phoenix Flour Mills, for the past 33 
years. 


CARL M. GOOD, manager L. R. 
Good & Sons elevator, Bloomdale, Ohio, 
is recovering from a serious illness. 


O. B. HALL has purchased George 
Pecken’s feed mill, Fowlerville, Mich. 


E. C. DREYER, St. Louis, president 
National Federation of Feed Associa- 
tions, and also head of the St. Louis 
Merchants Exchange and Otto Sickert, 
Milwaukee, president Milwaukee Grain 
& Stock Exchange, were among those 
who attended the convention of the 
United States Chamber of Commerce, 
held recently at Washington, D. C. 


Fresh Dried Milk 


Condensed Buttermilk 


From our creameries 
direct to you. 


Straight Cars 
Assorted Cars 


Wisconsin Dairy Products Co. 
342 N. Water St. Milwaukee, Wis. 


Personal Service... 


BARLEY A SPECIALTY 


ROY I. CAMPBELL 


COMMISSION MERCHANT 


MILWAUKEE 


NICOLLET 
‘HOTEL - 


‘at the Gateway ox? 
MINNEAPOLIwW 


When in MINNEAPOLIS 
why not gratify that long felt 
wantofan atmosphere of 
friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLLET. 


Six hundred rooms ‘complete 
in every detail at exception- 
ally reasonable rates, 
ful beds. 


Moderately priced 
e rant and Coffee Shop. | 


Three blocks from oun 
depots. 


Tourist Bureau directly 
posite. 


W. B. CLARK, 


. 
. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


more of «tits 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS VIEW 


Vol. 2, No. 5. 


May, 1934 Milwaukee, Wis. 


ODD THINGS IN LIFE 


The world is full of strange things, some of them too odd to believe. 
Without infringing on the famous “Believe It or Not”’ Ripley, Riebs 
View has selected a few oddities gathered from various points in the 
hope that they will interest and amuse you. They are all established 
facts but whether you believe them or not is left to your own judgment. 


A duck owned by G. 
Dodd, Briscoe, Tex., 
recently laid 18 black 
eggs. 


Geese influenced the 
destinies of several 
European nations 
when their noise awak- 
ened the garrison in 
the capitol of ancient 
Rome and frustrated 
the attack of the in- 
vading Gauls. 


Entering his 
chicken coop one 
morning when the 
mercury went to 40 
below, C. Orr, Me 
Kinley, Me., was 
so surprised to see 
his flock increased 
by one shell drake, 
five sea gulls, one 
white winged coot, 
two partridges and 


three crows, all of 


which had sought 
protection from the 
sub-zero weather. 


Emil Gulst of Ger- 
many, a rat catcher, 
can see in the dark. 
He has insured each 
of his eyes for $15,000. 


Cornelius Szekely, 
an officer of the Aus- 
trian army, went with- 
out a wink of sleep 
for 16 years as a re- 
sult of a head wound 
received in the war in 
1916. He died in 1932, 
after twice attempting 
to commit suicide. 


When a young 
Frenchman who 
lives near Lyons 
touches food with 
his hand it immedi- 
ately withers and 
dries up. Medical 
science has been 
unable to diagnose 
the cause. 


The cost of a tele- 
phone call between 


Published Monthly by The Riebs 


Wisconsin points and 
any Australian tele- 
phone is $48.00 for 
the first three min- 
utes and $16.00 for 
each additional min- 
ute. 


The Japanese eat 
more fish per person 
than people of any 
other country. 


In Puerto Rico it 
is customary to 
keep new born ba- 
bies indoors for the 
first 40 days. 


RELIEF AT LAST 
The man stood on the 
burning deck 

And kept the flames 
alight. 
“Hooray!” he yelled, 
“the cards are 
burned. 
There'll be no 
bridge tonight.” 


Co., Milwaukee 


ARCHER-DANIELS-MIDLAND COMPANY 


Announces 


44% Protein New Process 
Soybean Oil Meal 


IX weeks ago our new solvent ex- 
traction plant in Chicago started 
operations. Continuous produc- 

tion at capacity is evidence of the en- 
thusiastic reception by the trade of 
44% Protein New Process Soybean Oil 
Meal. 


This is the greatest advance in the 
production of protein concentrates in 
acentury. A New Deal for all Soy- 
bean Oil Meal users. Several per cent 
more protein—no additional cost! 


Write for samples and Bulletin No. 4 


ARCHER-DANIELS-MIDLAND COMPANY 


SOYBEAN DIVISION 


P. O. Box 603 MILWAUKEE, WIS. 


The Choicest 


Dried Buttermilk 
Dried Skimmilk 
Malt Sprouts 


Brewers Grains 


come from Wisconsin and 


is handled in straight and mixed 


cars by 


LABUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 


“The machines that made 


Eureka Corn Cutter 


No. 00 No. 0 No. 1 No. 2 
Capacity Capacity Capacity Capacity 
1,500-2,000 2,400-3,000 4,000-6,000 6,000-8,000 

lbs. per hour 


best finished cut corn 
with minimum by-product 


Write for Catalog 122 


S. HOWES CO., INC. 


SILVER CREEK, N. Y. 
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ONES 


That Tell the 
“Inside Story” 
of Vitamin Oils 


If you split the leg bones of chickens through 
the center, stained them with silver nitrate, 
they would look like the above. 


Notice the difference in the structure of these 
three bones. This was caused by the oil used 
in the mash. The bones are from typical 
birds in three groups at 16 weeks of age. Each 
group received a different oil. 


The oils, as used in the feeds, supplied the 
same amount of vitamin D but varying 
amounts of vitamin A. One of the oils was 
CLO-TRATE, which is concentrated in vita- 
min A. The others were Oil B, which con- 
tains as much vitamin A as is found in high 
grade cod liver oil and Oil C, which is de- 
ficient in vitamin A. 


The sign of quality. On every drum 
appears a guarantee and a control 
number, assuring that CLO- 
TRATE has been tested 
atthe recommended level 
on chicks and has proved 
satisfactory in every res- 
pect. 


For Poultry and Live Stock 
NOTUSP — YELLOW MAXEFA 


Chicago 


See the effect of different 
oils om bones. Note,)in 
photo at right, the dense 
and well-defined calcifica- 
tion produced by CLO- 
TRATE. Compare with 
bone structure obtained 
with Oil B (lower left) and 
Oil C (lower right). 


The value of the concentrated vitamin A in 
CLO-TRATE is shown by the firm, dense bone 
structure pictured in the photo in circle. 
Think how this will help pullets to build 
large, strong frames; hens to withstand the 
strain of high egg production. Why not give 
your customers the advantage of this extra 
vitamin A? 


Don’t forget CLO-TRATE is also concentrated 
in vitamin D. You wiil like it, because it 
is always uniform in feeding value; always 
tested on chicks for never less than eight 
weeks. Your oil problem ends when you add 
CLO-TRATE to your mashes. Write for 
quotations. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


Newark, N. J. San Francisco 


Reg. U. S. Pat. Off. 


<CONCENTRATED COD LIVER’ O1L 


& Ay Vitamun Tested 
CONCENTRATED 
COD LIVER OIL 
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TRE HUGHEST PRICED 
WORTH ALL COSTS 


The name “King Midas,” together with 
the little King Midas Girl, is more than 
a trademark. To dealers it is a symbol 


of fair play, cooperation and service. To 
the consumer, as well as the dealer, it is 
a pledge of the highest possible quality 
—worthy of the King Midas slogan: 
“The Highest Priced Flour in America 
and Worth All It Costs.” 


KING MIDAS MILL CO, 


MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION | 


q 
| ZB 2882222 

= se 

| aw 

| 


